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Staff Sales Bulletin 

Sirs: I thought you might like to 
"gee a copy of our Staff Sales Bulletin. 
We have had a low pressure, long-range 
Staff Sales Program at our bank for 
some 5% years. It is based on regular 








sales training without the use of prizes, 
awards, or other incentives. 

The program has the backing of our 
entire management and has proved most 
successful. In fact, we have had a 100 
per cent increase in sales each year 
over the previous year since the pro- 
gram began. It only involves our tellers 
and other direct contact people. 

We have put this program in a large 
number of our correspondent banks 
where it is successfully working and 
producing similar results, depending, of 
course, on the size of the sales staff, the 
market, and the management support 
it receives. 

JAMES H. NEwsury, 

Assistant Vice-President, 

Wachovia Bank and Trust Company, 

Winston-Salem, North Carolina 
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Business Education 


Sirs: Six bankers were among ten 
businessmen nominated by university 
presidents in the southeastern region of 
the United States to attend a two-day 
conference on business education. It was 
sponsored by the Ford Foundation and 
was held at Chapel Hill, North Carolina. 

The purpose of the meeting was to 
evaluate the strengths and weaknesses 
of collegiate education for business and 
to develop ideas which would lead to a 
general strengthening of such work in 
our colleges and universities. 

Besides the writer, bankers attend- 
ing the educational conference were 
John D. Hoblitzell, Jr., chief executive 
officer, Jackson County Bank, Ravens- 
wood, West Virginia; George S. Craft, 
president, Trust Company of Georgia, 
Atlanta; William B. Jacobs, vice-presi- 
dent and trust officer, Central National 
Bank, Richmond, Virginia; Robert 
Culver, president, Tennessee Valley 
Bank, Knoxville, Tennessee, and Watts 
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Hill, Jr., vice-president, Durham Bank 
and Trust Company, Durham, North 
Carolina. 

RoBERT K. LANDRUM, Vice-President, 

Security Trust Company, 

Lexington, Kentucky 
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Common Market 


Sirs: You are most certainly follow- 
ing closely the rapid development of the 
European Common Market. You are also 
aware of the interest shown by Ameri- 
can companies in this part of the world. 

The importance of this change in the 
economic life of Europe has prompted 
our bank to set up a special department 
known as the “Common Market Depart- 
ment.” Its purpose is to assist Amer- 
ican companies in examining the possi- 
bilities of getting established in Bel- 
gium or to solve any problem arising 
therefrom. 

S. LEGREVE, Director, 

Banque De Bruxelles Societe 

Anonyme, 

Brussels, Belgium 
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Foreign Bank Articles 

Sirs: I have enjoyed the articles by 
Professor F. W. Mueller on the French 
and German Banking systems. May I 
add that those of us who teach money 
and banking here greatly enjoy seeing 
your publication. It is helpful to keep 
up with the more practical developments 
and problems in the banking field. 

WILLIAM P. SNAVELY, 

Assoc. Professor—Economics 

University of Connecticut, 

Storrs, Connecticut 
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A Crowning Event 

Sirs: Miss Judy Lynch, an employee 
in the mail department at Bank of St. 
Louis, is shown receiving her crown as 
“Miss Bank of St. Louis” from Frank 
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Eschen, director of special events at 
Station KSD-TV. The title was be- 
stowed at a recent bank party at the 
Missouri Athletic Club, attended by 
more than 230 staff members. An out- 
side committtee had selected three 
finalists and Miss Lynch was chosen by 
a vote of the employees on the basis of 
personal appearance, poise and per- 
sonality. She received an engraved cup 
and solid gold engraved bracelet. 

The winner appeared on both TV and 
the radio, and Bank of St. Louis was 
accorded some fine publicity as a result. 

PUBLIC RELATIONS DEPARTMENT. 

Bank of St. Louis, 

St. Louis, Missouri 








A year from now there'll be a town here. Instead 
of sand and sage and chaparral, there’ll be drug 
stores, launderettes and supermarkets. 
Everywhere in California, the story is the same 
—new towns, new industry, new growth. And 
Bank of America is keeping pace. With over 600 
branches, Bank of America is ready to provide you 
with fast transit service—throughout the state. 


One Account Covers All California 


DO YOU NEED 
TRANSIT SERVICE 
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Whatever your requirements — future transit 
service on this town-to-be, immediate collections 
in any part of the state, or last minute reports from 
world markets— Bank of America can assist you. 
For complete correspondent service, write, wire or 
call: Corporation and Bank Relations Department, 
300 Montgomery Street, San Francisco. Or 660 
South Spring Street, Los Angeles. 


BANK OF AMERICA 


NATIONAL TRUST AND SAVINGS ASSOCIATION 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Wonder Cure Prescribed 


_For Treasury’s Headache 


The Treasury’s recurring monetary 
deficiencies have the financial specialists 
worried. They feel the case may be 
chronic and are prescribing all types of 
new wonder drugs, in addition to the old 
standby cure of raising the 4% per 
cent limitation on long-term Treasury 
bonds. 

But before any of the remedies could 
be administered, the patient showed 
quick recovery; the Treasury’s short- 
term borrowing costs tumbled from 
4.039 per cent to 3.563 per cent in a 
week, the fifth-straight weekly decline. 

Stimulant prescribed. There are still 
fears of a relapse, though, and the 
specialists insist that new blood must 
be pumped into the bond market. Joseph 
A. Livingston, syndicated columnist, 
maintains that some sort of adrenalin- 
like reaction can be obtained by lifting 
the 4% ceiling and including a “call 
feature” on the 30- and 40-year bonds. 

Corporate issues, he notes, already 
are issued on this basis, permitting the 
companies to redeem them after five or 
ten years by paying a 5 to 10 per cent 
premium. This is insurance against a 
change in‘money rates, he continues. If 
interest rates fall, he adds, the com- 
panies can redeem high interest bonds 
and sell those with a lower coupon. 

A call feature in long-term Treasuries 
would guard against 30-years of high 
interest rates for certain issues and 
give congressmen a way out from under 
the 4% per cent ceiling, he asserts. This 
would mean higher coupon rates, but 
it’s a small price to pay for money 
market mobility, he maintains. 

Short-term congestion. As it is, the 
marketable Treasury securities are con- 
gested in the less than five years cate- 
gory, according to a recent review of 
the situation in the Cleveland Trust 
Company Bulletin. The study points out 
that, “considering all the difficulties, 
the Treasury did a very commendable 
financing job in 1959 . . . But with in- 
terest rates at their present level, a 
further piling up of debt at the un- 
wieldy short end is indicated unless the 
4% per cent ceiling on longer-term 
flotations is modified.” 

At year end, the Federal debt out- 
standing stood at $291 billion. $188 
billion of this was in marketable securi- 
ties, such as Treasury bills, certificates, 
notes, and bonds, while the remaining 
$103 billion included savings bonds, 
and other nonmarketable securities. 
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Enlightened Citizenship 
Urged for Businessmen 
Businessmen must work directly in 
the field of politics, but as citizens 
rather than as spokesmen for just one 
segment of the economy, said Carl A. 
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Treasury Marketable Debt 
Maturity Distribution—% of Total* 


“Final maturity date except earhest call date for partially tax-exempt bonds At the end of 
1959 the latter applied to one bond issue of $1,485 million Source Treasury Bulletin 
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Callable bonds and higher rates 


Bimson, vice-president of the American 
Bankers Association, at the recent Ohio 
Bankers Association meeting in Co- 
lumbus. 

Mr. Bimson, president of the Valley 
National Bank, Phoenix, Arizona, em- 
phasized that businessmen who enter 
politics for “narrow objectives” will 
“end up alienating the general public 
and creating suspicion of the entire 
business community. 

“As a company representative,” Mr. 
Bimson added, “a local businessman 
should attempt to muster the economic 
power of his business behind the causes, 
activities and organizations designed to 
improve the efficiency of government 
and the climate of business, and this 
includes informing legislators and gov- 
ernment officers, as forcefully as pos- 
sible, on what business needs.” 
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Small Business Highlights 


More than 30,000 small businesses 
now in private hands will by 1975 out- 
grow the financing facilities by which 
they were initially nurtured — chiefly 
funds put up by local banks and by 
proprietors and their friends and rela- 
tives—and will become publicly financed. 

This forecast was made by Robert A. 
Weaver, Jr., president of the Bettinger 
Company of Milford, Massachusetts, at 
a recent American Management Associ- 
ation briefing session on equity capital. 
Mr. Weaver and Bernard D. Cahn, New 
York attorney, were co-chairmen at the 
series of sessions, which were devoted 
to ways and means of “going public.” 
Mr. Weaver said that likely candidates 
for public financing were all companies 


urged for recurring symptoms 


with over $250,000 in assets and in the 
“right kind of business,” meaning manu- 
facturing, trade, etc., along with about 
a third of all companies with between 
$50,000 and $100,000 of assets. The 
trend toward more public financing is 
being accelerated by tight money, high 
interest costs, inflation, high taxes, ris- 
ing wages and the high costs of carrying 
inventories and cost of new equipment. 

William H. McGorry, assistant vice- 
president of The Hanover Bank, New 
York City, said that owners of private 
business must, in their lifetime, solve 
the problem of the corporation’s valua- 
tion and potential liquidity, which points 
up the question of establishing the tax 
value of the private corporation’s stock, 
for which there was no public market. 
In the absence of wise estate planning, 
he said, such a private corporation very 
likely would be sold to provide tax funds. 

Principal methods of reducing the 
estate tax “bite,” said Mr. McGorry, 
included gifts, proper use of the marital 
deduction and the setting up of trust 
funds during life. 

The owner of a private business had a 
choice of three alternatives—merger, 
private financing of the “lock up type,” 
or a public issue of securities, said 
Robert E. Linton, partner of Burnham & 
Co., New York City. Main reasons for 
resort to public financing, he said, were 
(1) insufficient working capital, (2) bulk 
of owner’s personal assets locked in the 
business, creating an estate planning 
problem, (3) lack of secondary or 
younger management, (4) desire to 
translate business success into capital 
gains, (5) need to compete more effec- 
tively, and (6) absentee ownership of 
over 51 per cent of firm’s stock. 
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W. R. McLain, president of Kusan, 
Ine., Nashville, Tennessee, gave a case 
history on how his business “went 
public.” It was forced to “leave the 
status of a big frog in a little pond to 
embark on a big pond as an extremely 
small frog,” exchanging actual control 
for virtual control and to some extent 
limiting flexibility of management. First 
step in the process was to determine 
financial needs and register with the 
Securities and Exchange Commission; 
second was to find a broker. Final result 
was sale of 116,624 shares to a buying 
group. The shares were sold to the 
public at $5, yielding the company 
$513,146, the underwriters $69,974. 

Investment bankers taking part in 


the sessions included, besides Mr. Lin- 
ton, Jerome S. Katzin of Kuhn Loeb 
& Co., and Frederick W. Straus of 
Straus, Blosser &. McDowell, Chicago. 
C. J. Faherty, vice-president of the 
Prudential Insurance Company of Amer- 
ica, outlined institutional term financing 
for small business, noting that. the 
Prudential had invested $308 million in 
such loans in 3% years. Points made 
by Mr. Faherty, some of which apply 
to all lenders, were: 1. Life insurance in- 
vestments are controlled by legal re- 
strictions which make impossible un- 
secured loans to non-incorporated bor- 
rowers; this eliminates 80 to 85 per 
cent of all businesses from considera- 
tion. 2. Life companies seek to make 
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CRITERION: by definition, a standard 
Here is the new standard of styling. Dis- 
tinctive « -.. complementary to and an 
enhancement for any contemporary decor. 





The most important investment you make 
is in your people. And the most important 
piece of furniture that these people use is 
their chair. Other furniture holds the work 
... the chair holds the worker. His alertness 
and efficiency depend largely upon the chair 
he sits in. And he can’t sit in a better chair 
for top accomplishment than the new Harter 
Criterion. Invest in Harter Chairs for pro- 
ductivity dividends! 


Get free full color literature by return mail. Just clip this 
coupon, print your name on your letterhead, and mail to: 
HARTER CORPORATION 


3033 Prairie Street, Sturgis, Michigan 
Canada; Harter Metal Furniture Ltd., Guelph, Ontario 





loans to industrial type companies, 
which includes most types except utili- 
ties. 3. Minimum term of loan sought 
is 10 years, maximum 15, because of 
expense and administration. 4. There is 
no floor on amount; minimum so far 
has been $90,000; minimum should be 
$200,000. 5. Net worth should range 
between $250,000 and $300,000 but size 
alone is not a deciding factor. 

6. Record of growth and of growth 
potential is essential. 7. Business must 
be an established one, generally with 10 
years of favorable operating history. 
8. Debt must bear a reasonable relation- 
ship to net worth, not in excess of 60 
per cent. 9. There must be a demon- 
strable ability to repay debt. At least 
an upward trend in debt paying ability 
must be shown. 10. Borrower must show 
solid market position and ability to 
maintain it against competition. 12. 
Profit margins must. be satisfactory. 
13. Management must be well rounded, 
experienced and in reasonable depth, for 
a one-man management obviously is 
dangerous. A lender cannot risk having 
management principals “all dropping 
dead on the same day.” 
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Publie Financing Aids 
Business Growth 


A guide to the advantages and ways 
of securing equity capital through sales 
of stock to the public has just been is- 
sued by Pilot Publications.. Entitled 
“How Public Financing Can Help Your — 
Company Grow, the book -was written 
by Maxwell J. Mangold, financial and 
business consultant, Corporate Growth 
Consultants, New York. 

The compact volume includes 25 brief 
case histories of actual public offerings. 
According to the author, “executives 
controlling privately-held businesses 
often do not have a thorough knowledge 
of public financing. Public ownership,” 
he says, “can strengthen lines of credit, 


provide greater financial freedom of 


Case histories support facts 


HOW 
PUBLIC FINANCING . 
CAN HELP YOUR COMPANY GROW 


BY MAXWELL J. MANGOLD 


A GUIDE TO THE ADVANTAGES AND 
WAYS OF SECURING EQUITY CAPITAL 
SALES OF STOCK TO THE PUBLIC 
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It was one of those days sparkling 


with the first suggestion of the year’s 
turn toward spring. No one could be 
blamed for letting his mind drift into 
visions of fresh-turned earth, blue 
water and sails, budding trees... 


A ringing telephone—the return to 
reality—and suddenly—chestnuts! Not 
“chestnuts in blossom,”. but chestnuts 
on the fire—ripe chestnuts—-imported 
chestnuts—causing no end of trouble 
and worry and embarrassment. 


“There are barrels and barrels of 
them,” said our correspondent friend 
morosely over the long-distance wire. 
“Perishable, too,” he added, “and 
worst of all they’ve arrived ’way past 
the selling season in this locality.” 


You get the picture: a shipment fi- 
nanced, delivery delayed, a market 
season lost, an investment in danger... 





Truth is, we were stumped. These 
chestnuts looked more like hot pota- 
toes. What to do? 


Well, we hesitated and then decided to 
turn the problem over to some of our 
resourceful people in Credit Analysis 
and Investigation. There was just a 
chance that they could find a solution. 
Combing through wholesalers and im- 
porters, they luckily found a merchant 
whose chestnut market happened to 
be still active. They put him in touch 
with our harried friends and helped 
work out a sale satisfactory to both. 


“For a moment, we were chestnut 
brokers,” is the way they told the story 
in Credit Analysis and Investigation. 


BANKERS TRUST COMPANY 


16 Wall Street, New York 15, N. Y. 


Member Federal Deposit Insurance Corporation 


But by that time they were following 
through on the next query—answering 
one of the 8,000 a year we get at 
Bankers Trust. 


Fortunately, extremely few of the 
problems we receive are ever as 
knotty as “Operation Chestnuts.” But 
we mention this one—unusual as it 
was—as an example of the type of 
help we try to offer at Bankers Trust, 


Naturally, we can’t always guarantee 
a solution, but you'll find that every 
avenue of approach will be exhausted, 
speedily and efficiently, before you 
receive a report. And once in a while, 
we may even tackle a question as 
difficult as “Operation Chestnuts.” 











action, enhance marketability of a com- 
pany’s assets, and provide other positive 
advantages for a growing, expanding 
business, regardless of its size or capital 
structure.” 

The book is designed to answer the 
business executive’s need for basic in- 
formation about public financing and 
to expain why many privately-held com- 
panies have found it advantageous to 
become publicly-owned, without risking 
loss of management control. The book 
is available directly from Pilot Publi- 
cations, 42 West 33rd Street, New York 
City 1, at $5 per copy. 
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Overseas Investment Guide 


Investors in European business are 
_ now faced with fewer restrictions on 
trade, investment and currency than at 
any time in recent years, according to 
a comprehensive study recently released 
by Business International. 

The 108-page report is entitled “In- 
vesting and Licensing Conditions in 34 
Countries.” It points out that the gen- 
eral investment climate in Africa and 
Asia is continuing to improve, but adds 
that anti-Americanism in some Latin 
American countries is posing fresh 
problems for U.S. business. 

New opportunities and the pitfalls to 
be avoided in 34 major world markets 
are outlined in the country-by-country 
analyses, which have been checked by 
the governments involved. Laws and 
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in 34 Countries 





Outlines opportunities abroad 


regulations governing investments and 
licensing agreements as applied to 
American companies are specifically de- 
tailed in this edition, which is the fourth 
in the series. It also provides informa- 
tion on commercial prospects in Ghana, 
Luxembourg and the United Arab Re- 
public for the first time, but Cuba, which 
has been included in previous volumes, 
has been dropped, owing to the unpre- 
dictable conditions on the island. 

The report can be obtained from Busi- 





ness International, 200 Park Avenue 
South, New York City 3. It is priced 
at $60 per copy. 
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A.B.A. Spokesman Urges 
Super Banking Authority 


Ben C. Corlett, senior vice-president 
of the American Bankers Association, 
recently took banking groups to task 
for their failure to inform the “Man in 
the Street” about the tremendous evolu- 
tion that has taken place in the financial 
community in this country. 

Five-way system. Mr. Corlett, speak- 
ing before the Midwinter Conference of 
the Wisconsin Bankers Association. in 
Milwaukee, pointed out that the dual 
system of banking has given way to a 
five-way system. 

“We have national banks, state banks, 
mutual savings banks, Federal-and-state 
chartered savings and loan associations, 
and Federal- and state-chartered credit 
unions all operating in the lending 
field; all accepting the savings of the 
public; some insured and some not in- 
sured, but all alleging that the deposits 
or share accounts can be withdrawn on 
demand although some are immediately 
invested in long-term loans,” he added. 

“Whether they are called deposits or 
share accounts, or by any other name, 
the public has come to consider them 
the same as demand deposits in com- 
mercial banks. In the interest of the 
public we should ask ourselves whether 
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Bonds: Notes- Debentures 


Hquipment Trust Certificates 


We make available to banks and other investors a diversity of 
public utility, railroad, industrial and tax-exempt obligations— 


the obligations of well established corporations and communities. 


HALSEY, STUART & CO. INC. 


123 SOUTH LA SALLE STREET, CHICAGO 90 -« 


AND OTHER PRINCIPAL CITIES 


35 WALL STREET, NEW YORK § 
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or not the time has arrived when people 
should be informed of the difference 
between the various types of financial 
institutions by which they are being 
served, thus making it easier for them 
to recognize and understand the field 
of operation of these entities.” 

Growth varies. “In the 12 years 
between December 31, 1945 and Decem- 
ber 31, 1957,” he continued, “mutual 
savings banks increased in assets more 
than 100 per cent, savings and loan 
associations more than 500 per cent, 
credit unions approximately 900 per 
cent, while commercial banks increased 
only 40 per cent. 

“Banks are older, have deeper roots, 
and their expansion is more closely 
supervised—which explains this situa- 
tion to some degree,” he said. “However, 
the public apparently wants the services 
of all of these institutions. Perhaps it is 
time that some super authority be 
created to study this rapidly growing 
financial setup, and write the rules and 
define the boundaries for the operations 
of the various types of financial insti- 
tutions.” 
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Life Insurance Study 

The need for life insurance in an in- 
flationary economy and the importance 
of it in an individual’s investment pro- 
gram are outlined in a new booklet, “In- 
flation, Equities, Life Insurance.” 

Written by Dr. Davis W. Gregg, pres- 
ident of the American College of Life 
Underwriters, the booklet discusses the 
relationship of inflation, equities and 
life insurance to each other. It is aimed 
at counseling anyone interested in buy- 
ing or selling life insurance, partic- 
ularly the latter group, who will find 
it loaded with practical hints on key 
selling points. 

Copies of the booklet are priced at 27 
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BEEN 
IN THE 


HEADLINES 
LATELY? 


Holdups are going up — good rea- 
son why now is the time to review 
your bank’s insurance program 
with your independent agent or 
broker. Ask him to explain the 
many advantages you gain with 
Banker’s Blanket Bonds (includ- 
ing special catastrophe protec- 
tion) created by National Surety 
and Fireman’s Fund—leaders 
through the years in the develop- 
ment of new and broader forms 
of coverage. Because National 
Surety is backed by the Fund of 
Experience, you can count on a 
hole-proof policy to safeguard 
your bank’s financial resources. 


RE ARE cl: RM NEES 
NATIONAL SURETY CORPORATION 


Central Bonding Offices: 

3333 CALIFORNIA STREET, SAN FRANCISCO 
110 WILLIAM STREET, NEW YORK 

Branch Offices in Principal Cities in America 
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HOME FIRE & MARINE INSURANCE COMPANY 
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Treasurer E. M. Studley 
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Exec. Vice-President J. Foster 


President W. H. Shupert 


Depression signaled start for investment counseling firm that continues to expand its sights 


cents per copy. Quantity amounts are 
available from Research & Review Serv- 
ice of America, 123 W. North Street, 
Indianapolis 9, Indiana. 
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Investment Firm Continues 
Pioneering Spirit 


October, 1929, the month the stock 
market tumbled, is indelibly stamped 
in the minds of most investors. But that 
grim month has sentimental recollec- 
tions for Everett M. Studley and Wil- 
liam H. Shupert, investment counselors; 
it marked their entry into the invest- 
ment field. They were a pioneer in the 


offering of this particular type of 
service. 

Constantly expanding. Today, Stud- 
ley, Shupert & Co., Inc., with offices in 
Boston and Philadelphia, serves as an 
analyst of some 500 stocks for 100 
major banks and insurance firms; pro- 
vides trust counseling for 125 commu- 
nity banks in 23 states; resolves many 
ticklish tax evaluation problems for 
business and government; and serves as 
an investment counsel for individuals, 
industrial corporations and_ banks, 
according to a full-length article in the 
January, 1960, issue of Greater Phila- 
delphia. 

Messrs. Studley and Shupert grace 
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the cover of that issue, indicating how 
fortune has blessed them since they 
flipped a coin some 30 years ago to 
decide the firm’s name and who would be 
president. Mr. Shupert won the toss and 
is still president. But for the corporate 
image he elected to place his name 
behind treasurer Studley’s. 

Their original intent was to provide 
clients with sound, impartial financial 
advice. Investment counseling is still 
their prime forte. Individuals, corporate 
pension funds, college endowment funds, 
charitable institutions, and govern- 
mental pension funds are included on 
their list of clients. 

In addition, Studley, Shupert has 
been providing large banks and other 
financial institutions with factual sta- 
tistical analyses on utilities and indus- 
trial companies for more than 20 years. 

Postwar entry. Another service that 
has caught on is its trust investment 
council. It is geared to the needs of the 
smaller banks, who do not have the 
staffs or the time to evaluate common 
stocks or other securities, states the 
article. 

The firm also offers business apprais- 
als or evaluations of property for tax 
purposes or sales. This work is handled 
by the Close Corporation Valuations De- 
partment, which sets a fair price on 
property, and has established its repu- 
tation among the courts, tax authori- 
ties, trustees and attorneys. 

Studley, Shupert is the investment 
advisor for two mutual funds, too. The 
Commonwealth Fund has used the firm’s 
guidance for over 20 years, while the 
Venture Securities Fund was estab- 
lished in 1956 to meet the needs of “the 
sophisticated investor.” It is a specula- 
tive type fund, with a portfolio of stocks 
from companies with unusual growth 
opportunities. 
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“Trade-In”? Action Urged 
to Spur New Home Sales 

The United States Savings and Loan 
League has asked the Federal Home 
Loan Bank Board to devise regulations 
that will permit its members to engage 
in financing of trade-in houses on a 
more liberal basis. 

Heart of the proposal would be to 
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While inventories are generally in plain sight they are often overlooked 
as prime collateral for secured loans. 


So MR. LOAN OFFICER — the next time you see INVENTORY in 
plain sight on a financial statement — why not call in Lawrence. The use 
of Lawrence Field Warehouse Receipts enables your bank to make safe 
and profitable inventory loans, and to provide your customers with needed 
working capital on a secured basis. 
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permit an 80 per cent mortgage on an 
older house when it is taken in on a 
trade by a builder selling a new home. 
Current regulations hold such mort- 
gages to 60 per cent and three-year 
maturities, said Norman Strunk, execu- 
tive vice-president of the League. 

The plan approved by the League 
asks that the FHLBB authorize an 80 
per cent loan on a one-year straight 
loan, without amortization. 


4 ° a 


British Hike Raises Fears 
of Worldwide Rate Battie 
The recent British increase in Bank 


Rate, from 4 to 5 per cent, has many 
financial experts wondering whether 


this might not lead to retaliatory action 
from other strong money centers. 


Officially, the Bank of England’s move 
on January 21 was made to prevent 
inflationary expansion on the domestic 
scene, where new construction and 
plant increases were being forecast at 
an extremely high level. But there are 
many foreign and domestic observers 
who feel the primary purpose behind 


the rate hike was to stem further 
retraction in British gold _ supplies. 
These reserves had dipped by some 


$60 million a month during November 
and December, leaving the United 
Kingdom’s first line reserve at a still 
healthy total of $2.8 billion. 

However, the tricklings to the United 
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mountain snows, Arizona’s sunny valleys are now ablaze with 
Spring flowers... yellow poppies, scarlet verbena, fiery ocotillo 
...even the giant sahuaro cactus sports lovely blossoms. 
To many visitors, the combination of this beautiful, wide open 
country, wonderful weather and our friendly, informal 
way of life reacts more excitingly than any Spring tonic. 
So...many of them decide to stay...and Arizona grows. 


JUST LOOK AT THESE TYPICAL GROWTH COMPARISONS: 


1950 
749,000 
$129,000,000 
$110,000,000 


Population 
Manufacturing 
Construction 


‘We'll be glad to tell you more. 


1960 
1,300,000 
$550,000,000 
$500,000,000 


THE ONE BANK 


President 


SERVING ALL ARIZONA 
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Resources Over $600 Million 
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States, Switzerland and West Germany 
had caused some concern among London 
bankers. Now there is a fair amount 
of uneasiness in France, where the 
discount rate is still at 4 per cent. 
Some French authorities are afraid 
that funds may flow across the channel 
in search of higher British rates on 
savings, while borrowers attempt to 
take advantage of lower French 
borrowing rates. 

Nothing has happened to date in 
other leading money centers to counter- 
act the British increase. But Irish 
bank rates were increased by % of one 
per cent a week after the Bank of 
England made its move. The Irish 
central bank’s discount rate is now 
4% per cent. Its spokesman said the 
hike was made necessary by the British 
increase. 

There has been quite a bit of interest 
rate activity in Europe since last 
summer. Germany, Belgium and the 
Netherlands, for example, have raised 
their rates in the interim. Sweden and 
Denmark also have, and their rates, 
along with Great Britain’s are above 
the present Fed discount figure. 
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New Financial Magazine 

Current financial and economic trends, 
and news and views on individual indus- 
tries and securities are among the fea- 
tures being covered in a new financial 
and business news magazine published 
by Francis I. duPont & Co. 

Called Investornews, the monthly pub- 
lication will be distributed to customers 
and prospects of the security and com 
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Francis I.duPont & Co. 


Investornews 


CONTENTS PACE 

Tight Money and the Dollar: » Dilemma ....... 

Pot How Business LOOKS 0... oc .c--ceeeveeeeeeess 5 
Cel ee Railroads Clearing Tracks for a 

— an industry appraisal . . eittncsens Sent 








Bendix Aviation Corp. — an investment profile. . 12 


Timely news and views 


modity brokerage firm, which has 73 
offices in 63 U.S. cities. 

The first issue, shown above, contains 
a study of the railroad industry, which 
Investornews feels is headed for a 
“comeback.” It points out that relief on 
rates and taxes, plus increased willing- 
ness on the part of the roads to help 
themselves by mergers and new cost- 
saving techniques, promise “accelera- 
tion in revenues and profits.” 

An investment profile on Bendix Avi- 
ation Corporation; an editorial on 
“Tight Money and the Dollar”; and 
brief reports of Standard Oil of New 
Jersey and U.S. Rubber Company are 
other highlights of the issue. 
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Fully Transistorized Stenorette-T with either olla sebilare| 


The revolution in dictation starts with Stenorette® 
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Junk costly cylinders—and one-shot belts and discs 


One re-usable Stenorette Tape outlasts thousands of these relics 


Why put up with time-consuming dictating 
methods? Talk on tape—the modern way 
—with a Stenorette-T. 


Stenorette-T is fully transistorized for 
instant use—the fastest, easiest machine 
you can use. No frantic fingering. No 
embarrassing mistakes. One-button 
“mike-center” control lets you dictate, 
backspace, review . . . and, if you say it 
wrong, erase as you say it again right / 


Your secretary transcribes faster too. 
No pre-listening for errors. There are none. 
She types it right the first time. Automatic 
Voice Control gives her uniform play-back 
at all times. No sudden shouts or whispers! 


You get big mileage out of Stenorette 
magnetic tape. Each reel or magazine gives 
you up to 45 minutes of continuous dic- 
tation... and you use it over and over again. 


And, remember, a complete Stenorette 
system—fully coordinated for both dic- 
tating and transcribing with desk models 
for your office, portables in the field— 
costs you half that of other systems. 


No other machine compares in cost, 
quality or features. Ask for a revealing 
15-minute demonstration (and free trial 
in your own Office) . . . the quickest way to 
learn all the facts about the revolution in 
dictation that starts with a Stenorette. 


bli Stenorette’ 


—more DeJur- Grundig Stenorettes are sold in the United States than all other magnetic dictating machines combined. 
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Stenorette® 


COMPANION. 
Battery-powered 
Portable. Fully tran- 
sistorized. 45 min. reel. 
Fully compatible with 


desk-model Stenorette. 4 99 50 
Only fr 


DeJUR-AMSCO Corporation, Business Equipment Div. 
Northern Bivd. at 45th St., Long Island City 1, N. Y. 


6 Send booklet about the revolution in dictation 0 
Have your representative call for a demonstration C 
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The Coming of Age of Equipment Leasing 


By Joseph K. Kane 


Vice President, Finance, United States Leasing Corporation 











A major food corporation’s need for 
equipment in 1952 marked the begin- 
ning of diversified equipment leasing, 
now an established financial business 
that enjoys a healthy partnership with 
banks and lending institutions. 

Competition growing. Just eight years 
ago, United States Leasing Corporation 
wrote the first equipment lease. With 
funds borrowed 
from one of 
the country’s 
influential 
banks, the fledg- 
ling corporation 
purchased ap- 
proximately 
$200,000 worth 
of pallets and 
bins which it 
then leased to 


the packing ry 
company for a - a 
period of five JOSEPH KANE 
years. 


Since that time, the equipment leas- 
ing concept has gained widespread ac- 
ceptance throughout industrial, busi- 
ness and financial circles. At least 
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twenty-five corporations have been 
formed to provide leasing service based 
on the pattern established by U.S. Leas- 
ing. It is estimated that more than $100 
million worth of equipment was leased 
by recognized leasing companies in 1959 
alone. The value of equipment owned by 
these companies, and now on lease to 
customers, runs into the hundreds of 
millions. 

Purchase and ownership, it is said, 
often deprive a company of working 
capital that could be employed to better 
advantage. Leasing, on the other hand, 
can produce very definite cash flow ad- 
vantages that permit maximum return 
on capital. In short, the lease enables a 
company to realize profit from both 
capital and equipment. 

Contracts short. Like most companies 
in this new field, U.S. Leasing purchases 
equipment to customer specifications 
and leases it under a non-cancellable 
contract wherein the original cost of the 
equipment, together with a leasing 
charge, is amortized over the period of 
the lease. The normal lease term is three 
to five years. At the end of the base 
term, the lessee has the option to renew 
the lease on a year to year basis at a 
greatly reduced charge, or in certain 
instances he may have an option to 
purchase the equipment. 

The equipment’s residual value is 
realized either through renewals of the 
lease, sale of the equipment, or both. 

In order to purchase the equipment 
for a customer, U.S. Leasing often sup- 
plements its own funds by bank borrow- 
ings. To the extent possible in such 
cases, the lease is financed in the area 
where the equipment will be used, which 
increases the possibility that a favor- 
able new banking relationship may de- 
velop between the lessee and the lend- 
ing institution. From the bank’s stand- 
point, U.S. Leasing acts both as a finder 
of business and as a developer of new 
bank customers. The latter is particu- 
larly true, for instance, if the lessee is 
a manufacturer who is locating a plant 
in a new territory. 

In some instances, particularly with 
medium-sized and growth companies, 
U.S. Leasing’s net worth acts as a 
supplement to a company’s own net 
worth, permitting an increase in the 
credit available to the company. If the 
company cannot by itself muster suffi- 
cient credit to satisfy the lending insti- 
tution, the addition of U.S. Leasing’s 
credit may be the deciding factor in 
favor of the loan. 

Overseas expansion. Rapid growth of 
equipment leasing business is typified 
by U.S. Leasing. Capitalized for just 
$20,000 in 1952, the Corporation now has 
capital and surplus in excess of $5,- 
500,000, maintains 14 offices throughout 
the nation, enjoys close working rela- 
tionships with some 42 banks, and has 





purchased approximately $50 million 
worth of equipment for lease. It recently 
participated in the establishment of a 
Canadian subsidiary, Canadian-Domin- 
ion Leasing Corporation, Ltd., and 
European subsidiaries are now in the 
process of formulation. 

U.S. Leasing has been called the 
“million dollar company with the billion 
dollar board.” Its directors include, 





San Francisco headquarters 


for example, Lester Armour, chairman, 
Chicago National Bank; R. J. Elkus, 
Wells Fargo Bank; Fred A. Ferrorog- 
giaro, former chairman, Bank of Amer- 
ica, Graham Mattison, director, Dom- 
inick & Dominick; and Jerd F. Sulli- 
van, Jr., former president, Crocker 
First National Bank. 

U.S. Leasing boasts an infinitesimal 
credit loss experience, largely as a re- 
sult of the high standards maintained 
by its Credit Department. During the 
years 1956 through 1959, total net cash 
loss has amounted to less than one-tenth 
of one percent of receivables. 

Lease applications for equipment 
costing $500,000 or more are approved 
by the Corporation’s Senior Credit Com- 
mittee, consisting of three directors. 
Applications for lesser amounts are 
approved by the Corporation’s Credit 
Committee. 

A recent study indicates that virtually 
every type of business, both industrial 
and service, is represented on U.S. 
Leasing’s books, from the giants of in- 
dustry to the neighborhood drugstore. 
By the same token, individual leases run 
from $300 to the many millions. 

While the- majority of customers are 
represented by the manufacturing in- 
dustries, service industries have been 
gaining from a percentage standpoint 
during the past year. The $50 million 
worth of equipment now on lease in- 
cludes just about everything imaginable 
from postage meters and office equip- 
ment to massive production machinery. 
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LeTourneau -Westinghouse gives heavy-equipment customers swift, direct-from-factory service via A/R EXPRESS, 


Air Express gets road scraper back to work fast! 


This giant dirt-moving scraper stands idle. A replacement contactor switch was needed. The /ocal 
distributor found the item temporarily out of stock. But one phone call and AiR EXPRESS, the 
nation’s most complete air-ground shipping service, sped a replacement direct from manufacturer 
to construction site. Once again, dependable, convenient AiR EXPRESS saves a modern business 
time and trouble. Small wonder that so many of today’s 

sales-minded concerns use this low-cost service even : 

for day-to-day shipments. Why don’t you let AiR EXPRESS 

—jet-age wings of modern marketing—get your firm’s Al Fe EXPR E. SS 
products FIRST TO MARKET... FIRST TO SELL! EB 


& CALL AIR EXPRESS DIVISION OF RAILWAY EXPRESS AGENCY « GETS THERE FIRST VIA U. S. SCHEDULED AIRLINES 
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3 Smaller Banks Pioneer 
in Bookkeeping Center 


Ever since the application of elec- 
trohics to bank bookkeeping work be- 
came more than an engineering dream, 
there has been conjecture as to how its 
benefits could be applied to the nation’s 
smaller banks. 

Now three Michigan banks, two of 
them in the $5% million category, have 
come up with what appears to be a prac- 
tical solution—one that will be closely 
watched and has already attracted many 
inquiries from other country banks. 

As might be anticipated, the pioneer- 
ing venture is a pooled operation. Three 
banks along the St. Clair River, a busy 
link carrying Great Lakes shipping 
traffic, have formed a separate organi- 
zation called Central Records, Incorpo- 
rated, to provide the benefits and safe- 
guards of automation that otherwise 
would not be available to the banks 
individually. Initial operations are con- 
fined to deposit accounting for all three 
banks, with additional bookkeeping 
functions to be added as the plan pro- 
gresses. 

Central Records was formed by Hale 
P. Saph, president of the Marine Sav- 
ings Bank, Marine City; Franklin H. 
Moore, president, Commercial & Savings 
Bank of St. Clair; and Wilfred R. Bell, 
executive vice-president, Algonac Sav- 
ings Bank, Algonac. Operations, which 
have just gotten underway, are centered 
in a modernized office in Marine City, 


From left: Messrs. Stephenson, Bell, and Steinmetz inspect new installation 


Electronic machines are heart of banks’ centralized program 


mid-way point between the other two 
communities, 

Latest equipment, The equipment in- 
cludes two Burroughs electronic book- 
keeping machines together with an 
auto-reader to verify totals; also a Todd 
high speed check imprinter for on- 
premise printing of checks and other 
documents (all check imprinting will be 
done by Central Records with next-day 
delivery to the customer). Equipment 


to print name plates and file guides and 
to assign account numbers has been 
installed by Addressograph-Multigraph. 
Also installed is equipment that auto- 
matically and simultaneously prints the 
customer’s name and address on the 
combined ledger-statement forms that 
have been imprinted with three mag- 
netic stripes for electronic bookkeeping. 

The Central Records company was 
formed after a 15-month study. The 


Letter was specially prepared to introduce customers to new method of bookkeeping 











study covered, among other things, an 
expected volume analysis, cost and serv- 
ice factors, and the use of future equip- 
ment now under development. It was 
apparent from the study that the Cen- 
tral Records plan would save time, space 
and money for each of the banks. 

For example, Central Records needs 
only two bookkeeping machines to do 
the same volume of work formerly 
done by the three banks on a total of 
eight machines. Transferring the book- 
keeping work to Central Records and 
removing the old machines releases 
space that all the banks can immediate- 
ly place to good advantage. In addition, 
Central Records’ staff of five people will 
be able to do the same amount of work 
and possibly more than nine full-time 
bookkeepers and four part-time helpers 
were able to do individually in the three 
banks. 

4,000 items daily. From the stand- 
point of volume, Central Records plans 
to handle processing of 4,000 items 
daily. Costs will be determined for each 
bank on a per-item basis for checking 
accounts, with the cost of other services 
determined when they are rendered. 
The operation has been set up on a non- 
profit basis. 

The plan calls for the use of a bank 
courier firm plus one regular staff man 
to deliver items to Central Records and 
return them to the banks. Each bank 
plans to have its in-clearings proved, 
checked, and fine sorted by 11:30 on the 
morning they are received. These will be 


picked up, posted by Central Records 
the same day, then held until the follow- 
ing morning. 

Over-the-counter items will be run 
through proof and fine sort by the banks 
on the day they are received and then 
delivered to Central Records late the 
same day for posting the next morning. 
An extensive system of color coding: to 
avoid confusion and to maintain segre- 
gation of records and phone calls will 
be part of Central Records’ account 
security measures. Extreme care is be- 
ing taken to protect the highly confiden- 
tial relationship between each bank and 
its respective customers. 

Officers of the new company are: 
president, Edwin J. Steinmetz, who is 
also cashier of the Marine Savings 
Bank; vice-president, Mr. Bell; secre- 
tary, Mr. Moore; and treasurer, Wil- 
liam J. Streitz, who is also assistant 
eashier at Marine Savings. All worked 
closely with Central Records’ office 
manager, James Stephenson, in prepar- 
ing the program and in introducing it 
to the banks’ customers, employees, and 
the public in general. 
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Ads to Attract Industry 


In an effort to attract more industry 
to its marketing areas, Marine Midland 
Banks of New York has published in 
brochure form a series of ads which 
have appeared in various national 
publications. Each ad points out the 


New York State's tirat tamily of home-town banks 








Industrial advantages listed 


advantages for industry in an individual 
area of New York State. 

The ads cover every location of New 
York where a Marine Midland bank is 
located. In addition to pointing out the 
industrial advantages of a given area, 
the ads also contained information on 








With private wires uniting our own offices in all 
3 Pacific Coast States, direct airport pickups, and 
transit crews working through the night, we speed 
collection of your items throughout the West. 
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TACOMA, Washington « HEAD OFFICE: 400 CALIFORNIA STREET, SAN FRANCISCO 20 
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cultural habits, facilities for vacations, 
transportation, water routes, rail lines, 
and agriculture. 
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Commercial Bank Ad 
Budgets Up 20 Per Cent 


A-20 per cent increase is planned for 
commercial bank advertising budgets in 
1960, according to an estimate of the 
Advertising Department of the Ameri- 
can Bankers Association. The estimate 
is based on the 15th annual survey of 
bank advertising plans, just completed 
by the A.B.A. 

The increase will bring the total 
amount spent on advertising this year 
to $172 million. This is a continuation 
of the upward trend in bank advertising 
expenditures during the past decade. 
Based on the current survey, G. Edwin 
Heming, manager of the A.B.A.’s Ad- 
vertising Department, said that “it 
seems perfectly reasonable to expect 
that the 1961 advertising budgets of 
commercial banks are likely to total 
more than $200 million.” 

At the same time, the Advertising De- 
partment announced a new series of 52 
newspaper advertisements available for 
banks. The ads, designated as a “tell 
and sell” series, explain the bank’s serv- 
ices in terms of the reader’s own needs, 
wants, and problems—and cordially in- 
vite his banking business. The ads are 
supplied in mat form and measure 2 
columns by 7 inches each. The first bank 
to order the series in each city gets ex- 
clusive use of the series in that city. 
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Colorful Ad Exhibit 


A colorful advertising display, fea- 
turing ads which were popular in 
America 100 years ago, was recently 
displayed in the main office of the Dime 
Savings Bank of Brooklyn, New York. 
The ads were loaned to the bank by the 
Smithsonian Institution and were orig- 
inally collected from the Library of 
Congress from material which had been 


Old ads help create interest 
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Today, all bankers are thinking hard and seriously about 
how to lend money wisely without contributing to inflation. 


One way to achieve this difficult objective is to make loans on 
inventory field-warehoused by Douglas-Guardian. Field 
warehouse loans are based on actual security—the merchandise 
of the borrower. They represent a temporary replacement of 
working capital rather than an extension of it. 


For more detailed information about how to say ‘‘yes”’ 
to borrowers without saying ‘‘yes”’ to inflationary loans, 
write our nearest office. 


DOUGLAS-GUARDIAN 


WAREHOUSE CORPORATION 
FIELD WAREHOUSING — COAST TO COAST 
EXECUTIVE OFFICE: 118 North Front Street 
(P.O. Box 397) 
New Orleans I, Louisiana 


ATLANTA 3, Ga., Hurt Building NEW ORLEANS |, La., 118 N. Front St. 
BOISE, Idaho, Bank of Idaho Bldg. NEW YORK 4, N.Y., 50 Broad St. 
CHICAGO 2, IIl., 173 W. Madison St. PHILADELPHIA 2, Pa., Girard Trust Bidg. 
DALLAS |, Texas, Tower Petroleum Bidg. PORTLAND 4, Ore., U.S. Nat‘l Bank Bidg. 
DETROIT 26, Mich., Penobscot Bldg. SAN FRANCISCO 3, Cal., 785 Market St. 
LOS ANGELES 15, Calif., 1110 W. Olympic Blvd. SPRINGFIELD, Mo., McDaniel Building 
MEMPHIS 3, Tenn., Porter Bidg. TAMPA 2, Fla., 416 Tampa St. 

MIAMI 32, Fla., 150 S. E. 2nd St. 17 other convenient offices 
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Bill Whitman 
is the 
American 


































Covering the north central 
and mountain states for 


over 26 years, American 
National's Bill Whitman is 
on familiar ground out 
where the tall corn grows. 
His personal friendship 
with hundreds of bankers 
have made them friends 

of the American National, 
If you're talking corn, 
hogs, wheat or steers, 
you're talking Bill Whit- 
man's language. He'd like 
| to talk with you--any time, 
Ameri 

| mericam 


National 


Bank 


and Trust Company 
of Chicago 
LA SALLE AT WASHINGTON + FRANKLIN 2-9200 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


March, 1960 











Conversion of abandoned depot helps bank save building costs 


copyrighted between 1837 and 1876. 

The display contains 73 items which 
advertised everything from boot pullers 
to portable steam engines, sawmills, 
and a self-propelling hobby horse. The 
bank expressed the view that many of 
the techniques used by today’s adver- 
tisers were being used as long as a 
century ago, and if minor changes were 
made in some of the ads displayed, they 
would be quite usable today. 

For example, in an ad for Dobbin’s 
Medicated Toilet Soap on page 17, 
four well-groomed ladies are shown 
discussing personal hygiene, when the 
lady of the house brings out a carton 
of Dobbin’s soap and makes her testi- 
monial pitch: “This, ladies, is what I 
have been using and it works wonders.” 


° + ” 


Savings and Loan Text 


The American Savings and Loan 
Institute has recently published a new 
textbook on association savings accounts. 
Written by William C. Prather, general 
counsel of the United State Savings 
and Loan League, the book is divided 
into four major parts. 

The first part of the text considers 
the nature of savings accounts. Part 
two discusses the various types of 
savings account ownership. The third 
part covers insurance of accounts; and 
part four deals with savings accounts 
from the standpoint of earnings, proxy 
procedures, the passbook, dormant ac- 
counts, and savings account loans. 

Further information on the text can 
be obtained from the American Savings 
and Loan Institute, 221 North LaSalle 
Street, Chicago 1, Illinois. 
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Bank Converts Abandoned 
Train Station Into Branch 


In what is probably one of the most 
unusual bank building innovations in 
the country, the Union Banking and 
Trust Company, DuBois, Pennsylvania, 
has purchased an abandoned railroad 
station for use as a branch drive-in 
facility. 

When the Baltimore and Ohio rail- 
road abandoned the site, the bank saw 
its chance to expand its activities in a 


downtown business area where there 
were no other banking facilities in the 
immediate locale. For some time, the 
bank had been considering an installa- 
tion in the area, and acquisition of the 
old station saved the bank many thou- 
sands of dollars in building costs. 

The bank only occupies the front 
part of the station which is visible in 
the picture above. The facility contains 
a drive-in window on each side and a 
walk-up window in the front. Customers 
can either drive around the building or 
park at the side in one of eight spaces 
available for those who want to con- 
duct their business at the walk-up 
window. 

The interior of the banking facility 
has been modernized with an acoustical 
tile ceiling and installation of improved 
lighting. In addition, a new heating 
system was installed, and an employees’ 
lounge was constructed. 

The second story of the builgng 
contains a four room apartment, wvwiile 
the Railway Express Company occupies 
part of the lower floor. In addition, the 
B & O Railroad plans to install its 
local offices next to the bank facility, 
itself. Thus, the bank has a good in- 
come available from renting other parts 
of the building, and it expects its orig- 
inal investment to be self-liquidating 
over a period of years. 

Since the facility was opened in Sep- 
tember, 1959, the branch has had as 
many as 475 transactions in one day. 
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NABAC OK’s Application 
for Venezuelan Conference 
An application to charter the first 
conference in South America has been 
approved by the board of directors 
of NABAC, the Association of Bank 
Audit, Control and Operation. The 


’ charter calls for creation of an 18- 


bank conference in Caracas, Venezuela, 
according to NABAC President Mal- 
colm H. Gibson, who is also vice- 
president and cashier of the Citizens 
Bank, Sheboygan, Wisconsin. 

Officers for the pending conference 
are: Francisco Calcano, auditor, Banco 
Nacional de Descuento, as president; 
Victor Expinoza R., auditor, Banco 
Central de Venezuela, as vice-president; 
Urbano D. Nancy, auditor, Banco de 
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la Guayra, as secretary; and Joaquin 
Pena Sanches, auditor, Banco Repulica, 
as treasurer. 

Mr. Gibson said that the Venezuelan 
conference is already hard at work. 
The group has translated into Spanish 
several of the speeches given at 
NABAC’s national ‘convention in Bos- 
ton, Massachusetts, last September, in 
addition to an article from Auditgram, 
NABAC’s national magazine. 

The association is currently explor- 
ing the possibility of organizing a con- 
ference in Guatemala. Five delegates 
from that country attended last year’s 
convention in Boston. 
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Unusual Annual Reports 


Each year a few banks in the coun- 
try come up with novel ideas in their 
annual reports that make them worthy 
of note. 

The Philadelphia (Pennsylvania) Sav- 
ings Fund Society, for example, con- 
ducts its stockholders on a visit to a 
mythical county fair. The bank reports 
its 1959 activities with cartoons depict- 
ing county fair scenes and also cites 
“blue ribbon” events. The four-color re- 
port begins with a description of the 
PSFS community, and ends with a 
pageant in the fair stadium which shows 
how PSFS dollars are put to work. 

The report of the Hackley Union Na- 
tional Bank and Trust Company, Muske- 
gon, Michigan, contains a number of at- 











Colorful cartoons add interest 


tractively arranged photos. The pictures 
show the outstanding industrial, trans- 
portation, cultural, and recreational fa- 
cilities in the city. The cover picture, 
depicting six freighters and their re- 
flections in the water of Muskegon’s 
harbor, is especially attractive. 

Bishop National Bank, Honolulu, Ha- 
waii, calls attention to the admission 


“What if he just wants an ordinary loan?" 








to Girard Trust’s annual report 


of Hawaii as a state, and cites the period 

of increasing growth and prosperity 

which will result from the event. 
Pictures of various bank activities are 








The men momen and chaeren of PSFS County: 
Tong Doe bet with savings of exactly 









SEATTLE At the gateway to 
fe tomorrow's world of trade in the Pacific Rim 
= countries—National Bank of Commerce of 
; Seattle, serving today’s needs and anticipating 


ee the developments that will make tomorrow. 





international banking department 
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Deposits ring bell at PSFS 


contained in the report of the National 
Bank of Westchester, New York. One 
of the most unusual events cited for the 
stockholders was a fashion show held at 
the opening of the bank’s new branch in 
Larchmont. The show was given to call 
attention to the fashionable décor and 
modern customer convenience added to 
the new office. 

Girard Trust Corn Exchange Bank, 
Philadelphia, Pennsylvania, did its usual 
fine job in its annual report. Statistics, 
which can make dry reading, are made 
more interesting through the liberal 
use of amusing cartoons. One of these is 
pictured at the top of the page. 
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N.Y.S.B.A. Publishes 
Press Relations Handbook 


A how-to-do-it guidebook, which out- 
lines the steps for establishing a bank 
press relations program, has been pub- 
lished by the New York State Bankers 
Association. The 20-page booklet, “It’s 
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Above is a view of the interior of The Mechanicks 


National Bank of Concord, Concord, New Hampshire, 
showing 10 Model 502 Brandt Electric 

al Automatic Cashiers consisting of two units, the keyboard 

and coin dispenser. The keyboard unit may be 

placed apart from the coin dispenser anywhere in 

the teller’s work area, including the cash drawer. 
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The Mechanicks National’ ‘Bank of Pcancerd N. H. 


To give its many customers the very 
best of service in its new modern building, 
The Mechanicks National Bank of Con- 
cord, Concord, New Hampshire, uses 10 
Model 502 Brandt Automatic Cashiers. 
With counter space at a premium, these 
compact, highly efficient, electrically op- 
erated coin paying machines take up the 
least amount of the teller’s work area and 
offer quick, easy operation with abso- 
lute accuracy. 


There is a variety of other types of elec- 
trically operated Brandt Automatic Cash- 
iers to meet the needs and preferences of 
customers. Other Brandt products include 
coin sorters and counters, coin counters 
and packagers, manually operated Brandt 
Automatic Cashiers and a complete line 
of coin wrappers and bill straps. 


A Brandt representative will be glad to 
give you complete information regarding 
any of our products or, if you prefer, we 
shall write you giving full particulars. 










Rist 








BRANDT AUTOMATIC CASHIER COMPANY 


WATERTOWN 


Established 1890 


WISCONSIN 
Brandt® Cashier® 
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. Our Story,” tells how to report happen- 
ings within banks and emphasizes the 
role of the community newspaper in pro- 
viding the means of communication be- 
tween banks and the public. 

In addition, the handbook outlines 
the requirements for sound, factual 
newspaper reporting, and offers accept- 
able styles for a modern news story. 
It points out the continuing need for 
personal contact in bank-press rela- 
tions both by direct contact with the 
newswriter and through the more 
formalized press -conference. Radio, 
television, and other media of com- 
munications are also discussed. 

Copies of the booklet may be obtained 
from the New York State Bankers 
Association, 405 Lexington Avenue, 
New York 17, N.Y., at 50 cents each. 
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100 Largest Bank Deposits 
Up 1.38 Per Centin 1959 


The nation’s 100 largest commercial 
banks showed deposits as of December 
31, 1959, of $102,428,808,192 compared 
to $101,039,614,759 at the end of the 
same period in 1958. The increase of 
$1.4 billion represented a gain of only 


1.38 per cent. At the end of 1958, the 
100 largest banks showed deposit gains 
of over $7 billion which was an increase 
of 7.4 per cent. 

The primary reason cited by the 
banks for the slower deposit growth 
was the higher interest available in 
other types of investments during 1959. 
Many banks reported the decrease in 
time deposits was due to the higher in- 
terest yields that were available to in- 
vestors in the Treasury bill and note 
markets. 

In addition, the Federal Reserve 
Board changed the procedure for re- 
porting bank deposits. Deposits in the 
process of collection had to be con- 
sidered as “other liabilities” rather than 
regular deposits as had been the prac- 
tice in the past. It is estimated that 
this new procedure accounted for at 
least a 1% per cent drop in deposits 
reported. 
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Radio Show Features : 
Branch Opening 

A live radio broadcast was featured 
at the opening of the 17th branch office 
of the First American National Bank, 





Nashville, Tennessee. The show, “Wak- 
ing Crew,” moved into the new branch 
lobby for its 8:45 a.m. broadcast over 
station WSM. “Waking Crew” is one of 
the few live variety shows left on radio. 

Shortly before the show started, P. D. 
Houston, Jr., First American president, 
cut a ribbon at the entrance, signifying 
that the new branch was open for reg- 
ular business, 

Visitors began pouring into the 
branch shortly after the show went on 
the air. 
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Bank Publication 
for Women Only 


In what is believed to be the first 
banking publication of its kind, Harris 
Trust and Savings Bank, Chicago, 
Illinois, is publishing an every-other- 
month report exclusively for its fem- 
inine customers. Called “Woman’s Busi- 
ness,” it is published in an 8-page 
booklet form. 

The first issue, pictured on page 23, 
features an article by Ruth MacKay, 
Chicago Tribune columnist, entitled 
“You Are in Business.” Other articles 
include “How To Balance Your Check- 


Deposits at nation’s 100 largest commercial banks increase $1.4 billion during 1959 





Position Deposits—Dec. 31, 1959 Position Deposits—Dec. 31, 1959 
1 Bank of Amer. NT&SA_....San Francisco....$10,624,958,182 51 Riggs National Bank....._.. week, E4..- 2. 486,901,617 
2 Chase Manhattan Bank..... New York.......... 7,526,300,362 52 Citizens & Southern N.B., Atlanta..._......... 486,613,082 
3 First Nat’l City Bank......New York.......... 7,103,582,539 53 Michigan Nat’l Bank.....-.. Lansing.............. 483,702,787 
4 Chemical Bk. N.Y. Tr. Co..New York........... 3,711,176,704 54 Northwestern Nat. Bk.....Minneapolis.__.... 477,726,330 
5 Morgan Guar. Trust Co.....New York......... 3,362,998,235 55 Amer. Fletcher NB&T__..._Indianapolis.___. 470,380,601 
6 Security First Nat. Bk.......Los Angeles........ 3,216,402,537 56 Fidelity Union Tr. Co.._... Newark, N.J.._... 469,304,717 
7 meere., Sema CK. New York........... 3,045,521,141 57 Industrial Nat’l Bank___...Providence.___.... 468,547,780 
8 First National Bank............ oe 2,707,635,783 58 Provident Tds. B&T Co...Philadelphia...... 457,567,751 
9 Bankers Trust Co............... New York.......... 2,703,122,774 59 Commerce Trust Co......... Kansas City___... 450,678,627 

10 Continental Ill. NB&T Co...Chicago... 2,387,106,515 60 Indiana Nat. Bank............ Indianapolis.__._.. 446,617,327 

11 Nat’l Bank of Detroit........ Beeeeee..............-. 1,785,825,595 61 County Trust Co............... Wh. Pils, N.Y..... 437,348,241 

12 Mellon Nat. B&T Co.___.....Pittsburgh.......... 1,753,271,243 62 First National Bank......... Minneapolis........ 436,312,685 

13 American Trust Co.............San Francisco.... 1,709,142,267 63 Mfgrs. & Traders Tr......... _ a 436,148,125 

Ls isving ‘Trust Co.............:.. New York.......... 1,673,956,971 64 National Shawmut Bk.....Boston................ 432,064,636 

15 Crocker-Anglo N.B............. San Francisco 1,656,679,665 65 First National Bank._....... po aes 430,513,091 

16 First National Bank ._....... meeth........-...--3 1,606,879,773 66 Fidelity-Phila. Tr. Co.__.... Philadelphia...... 420,549,709 

i? Manover Bane...............:...... New York........... 1,586,959,072 67 Amer. Nat. B&T Co......... a ee 420,492,524 

18 Cleveland Trust Co.._......... Cleveland............ 1,332,147,052 68 Whitney Nat. Bank._____.... New Orleans...... 418,309,508 

19 California Bank.__............... Los Angeles........ 1,196,002,461 69 Nat’l State Bank.____.__._... Newark, N.J....... 416,657,532 

20 First Penna. B&T Co......... Philadelphia...... 1,075,710,902 70 Ohio National Bank.......... Columbus............ 414,347,705 

21 First Western B&T Co....... San Francisco.... 1,062,401,278 71 First National Bank._........ Cincinnati._........ 414,112,964 

22 Philadelphia Nat’l Bk.._..... Philadelphia... .... 978,628,566 72 Hartford Nat. B&T Co.....Hartford._.......... 413,298,692 

23 Seattle-First Nat’l Bank....Seattle................ 921,378,572 73 Meadow Brook NB.........W.Hmps’d,L.lI... 411,649,876 

24 Republic Nat’l Bank..........Dallas._............... 913,072,175 74 Connecticut B&T Co.......Hartford.__........... 394,317,575 

25 Detroit Bank & Trust Co...Detroit................ 891,838,109 75 Society Nat’l Bank._......... Cleveland............ 386,463,441 

26 First Nat’l] Bank.................. Portland.............. 878,642,322 76 City Nat. B&T Co...........Chicago.............. 384,115,794 

27 Pittsburgh Nat’l Bank........ Pittsburgh... 877,508,229 77 Bank of Southwest, N.A...Houston.............. 378,508,958 

28 United States N.B.._........... Portland, Ore..... 819,278,259 78 Nat. Bk. of Commerce.__.Houston.............. 373,226,866 

29 First National Bank in Dallas.____................ 806,425,686 79 Union Planters Nat. Bk...Memphis..___...... 364,834,249 

30 Mfgrs. National Bank........ Boeerurt................ 781,075,325 80 Lincoln Roch’ter Tr. Co...Rochester, N. Y. 364,201,006 

31 National City Bank............ Cleveland._......... 744,378,620 81 Second Bk.-State Tr. Co. Boston................ 362,349,983 

32 Harris Tr. & Sav. Bk.........Chicago.............. 737,618,889 82 First National Bank___._.... Birmingham ..... 360,823,782 

33 First Wis. National Bk.._... Milwaukee.......... 708,801,994 83 State Bank of Albany...... Albany, N.Y....... 348,599,834 

34 Northern Trust Co............. Chicago.............. 705,946,482 84 Mercantile Nat. Bank......Dallas._............... 345,625,098 

35 Marine Tr. Co., W. N.Y.....Buffalo................ 703,088,404 85 Am. Security & Tr. Co.....Washington........ 344,119,886 

36 Wells Fargo Bank...__......... San Francisco.... 674,984,625 86 Nat. New’k&Essex B. Co. Newark....._.......... 335,018,653 

37 Girard Tr. Corn Exch. Bk...Philadelphia...... 668,721,560 87 Fifth 3rd Union Tr. Co.....Cincinnati.......... 334,776,132 

38 First City Nat’l Bank........ Houston.............. 660,404,719 88 First National Bank._....... Phoenix.............. 329,027,823 

39 Franklin NB of L.I............. Frank Sq., N.Y... 612,456,220 89 Bank of Commonwealth_...Detroit_............... 324,939,659 

40 Marine Midland Tr. Co.....New York.......... 603,869,585 90 First National Bank..........St. Paul_. 324,933,801 

41 Wachovia B&T Co............. Winston-Salem.. 591,089,497 91 First Nat’l Bank... ..Kansas City... 319,047,220 

42 Bank of Calif., NA........... San Francisco.... 577,614,973 92 First National Bank......... OT eae 316,785,233 

43 First National Bank... ee “ee 576,288,619 93 First National Bank... Baltimore.__....... 314,266,658 

44 Mercantile Trust Co........... Bt, Lowis.. ......:... 571,001,933 94 First Nat. Bk. & Tr. Co... Tulsa.................. 307,731,961 

45 Valley National Bank........Phoenix.............. 567,421,262 95 Toledo Trust Co...............Toledo................ 306,296,518 

46 Central National Bank......Cleveland__......... 559,887,470 96 Bank of Hawaii_................ Honolulu............ 303,441,187 

47 Bank of New York..............New York.......... 554,596,638 97 Nat. Com. B&T Co..__......Albany................ 302,525,388 

40 -Unien Meee. Los Angeles........ 543,053,798 98 First National Bank.__...... ipemver,... 2... 299,338,072 

49 Citizens National Bank._....Los Angeles........ 538,450,348 99 Ist Sec’ty B. of Utah, NA..Ogden___._.. asa : 292,378,579 

50 Nat’l Bk. of Commerce...... he S 524,435,984 100 Rhode Is. Hosp. T. Co.....Providence.__...... 291,709,015 
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Should teen-agers hawe charge accounts? 
What s happening te food prites? 

You are im buses: by Roth MacKay 

How to keep your Batance with 4 checkbook, 










Tailored to distaff tastes 


book,” and a collection of short woman- 
oriented business paragraphs headed 
“Market Reports.” 

Supervised by Harris Bank’s women’s 
division, the booklet was based on ex- 
tensive pre-publication research which 
determined whether or not women would 
welcome such a publication, and the 
type of editorial content that would 
interest them. 
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NAMSB. Approves 
National Ad Program 


The National Association of Mutual 
Savings Banks approved a national 
advertising campaign at its 13th 
Annual Mid-Year Meeting in New York 
City. The program marks the first time 
the NAMSB has embarked on a na- 
tional ad campaign as a regular part of 
Association activities. 

Last September, the NAMSB placed 
a two-page ad in U.S. News & World 
Report, which was timed to coincide 
with the visit to the U.S. of Russian 
Premier Nikita Khrushchev. Response 
to the ad was so favorable that the 
Association’s Public Relations Com- 
mittee recommended a regular national 
ad program. 

The recommendation was unan- 
imously approved and the broad gen- 
eral outlines and objectives of the 
program were discussed at closed ses- 
sion during the New York meeting. 
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Impressive New Building 


The new building of the Prudential 
Federal Savings and Loan Association, 
Salt Lake City, Utah, features design 
unity between the interior and exterior 
of the structure. This is accomplished 
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Protected 
on both sides 


Protecting endorsements on checks is 





always important... particularly in banking 
by mail. If the key words “For deposit only” 
can be removed without detection, the check 
might be cashed by whoever intercepts it. 


With LaMonte Safety Paper, the back of the 
check carries the same proved protection 
as the front. This is another reason why 
so many leading banks choose these fine 
papers for their checks, 
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DRIVE-IN 


BANKING ENVELOPES 
help sell ALL 
your banking services 


Tension Drive-in Banking Enve- 
lopes help get you more busi- 
ness by making it easier for the 
customer to bank with. you. 
That’s the main job. But they 
work for you other ways, too: 


THEY KEEP REMINDING CUS- 
TOMERS OF YOUR MANY SERV- 
ICES! With so many transac- 
tions handled on the “outside” 
every opportunity should be uti- 
lized to keep “in touch”, by 
your repeated sealing messages. 


Yes, the modest cost of Tension 
Envelopes for your drive-in fa- 
cilities can deliver dividends in 
promoting your other services. 
Profitable investment! 


COMPLETE DEPOSIT FORM 














INSERT COINS, CURRENCY, 
AND CHECKS 








FOLD—HAND TO TELLER 








Three styles to fit your own sys- 
tem, including dual purpose 
unit which provides deposit slip 
and coin-currency envelope, 
which may be reused to hold 
money for. cashed checks. 


MAIL COUPON FOR FREE SAMPLES 
TENSION ENVELOPE CORP. 


Kansas City e Ft.Worth e Des Moines 
Minneapolis e St.Louis e So. Hackensack 


oc<ce See e eweaoeaeee = = = —_—_=s— eS eS |e oe 
Tension Envelope Corporation 

823 East 19th Street Kansas City 8, Missouri 

Pleasé send me free samples of Tensiof Drive- 


In Banking Envelopes. (1 We Now Have Drive- 
In Facilities () We're Planning Drive-in Now 














Name Title. 
Firm Name. 
Address 
City. - Zone___State 
‘Qi 370 
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Upper floor is easily converted into separate meeting rooms or main dining hall 


Attractive new building erected in Salt Lake City, Utah 


through the use of Fulget, a building 
material which consists of multi-colored 
pieces of marble embedded in concrete. 

The front and one side of the build- 
ing’s exterior are both faced with 
Fulget, and the same material is also 
used to face the interior walls of the 
structure’s side lobby. The main en- 
trance leads to the customer lounge and 
lobby area, and the side entrance opens 
directly onto the tellers’ area. The entire 
customer area is carpeted in blue and 
it has six tellers’ windows. 

The second floor of the new building 
is devoted entirely to meeting facilities 
with over 8,400 square feet available. 
Folding partitions permit flexibility, 
and three meetings can be held in the 
area at the same time. A 26 by 44 foot 
stage comprises one end of the main 
meeting room. The auditorium will hold 
550 persons at one meeting, or 420 
people can be seated for dinner. Facil- 
ities for catering are also available. 


° 4 4 


Trust Conference 


Over 2,300 bankers were present for 
the 4ist Mid-Winter Trust Conference 
sponsored by the Trust Division of the 
American Bankers Association in New 
York City last month. The three-day 
meeting featured nearly 60 men who 
appeared as speakers, panelists, or 
presiding officers before some part of 
the conference sessions. Subjects cov- 








ered included, among others, the new 
National Trust School, pension funds, 
and legal aspects of trust administra- 
tion. 

Discussing the current issues in fund 
investment policy, Dr. Roger F. Murray 
raised five points for the consideration 
of his listeners. Dr. Murray is the S. 
Sloan Colt professor of finance at the 
Graduate School of Business, Columbia 
University, New York City. 

First, he said, there is a question of 
whether the maturing process in a fund 
does not call for more frequent shifts 
in investment policy. Although port- 
folio managers show a great deal of 
flexibility, he added, there is a question 
if they should not show more, not only 
in bonds versus stock decisions but also 
in the mortgage and real estate markets. 

Stock sales. As for stock portfolios, 
Dr. Murray asked if enough sales are 
being made. Once you reach the conclu- 
sion that a stock is no longer attrac- 
tive, taking a long time to sell it will 
dilute your record of performance. 

Thirdly, Dr. Murray said, there is a 
question if sufficient attention is given 
to each individual fund. The old axiom 
that each trust is an individual problem 
also applies to each pension and profit- 
sharing trust, he said. 

The fourth point he raised was the 
crying need for basic research in the 
factors affecting investment values and 
trends so that flexible policies can be 
more intelligently applied. Finally, Dr. 
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of trade 
and finance 


Whether you are arranging for an import or export credit, 
seeking investment advice for a customer, or making a 
change in your bond portfolio, it’s almost inevitable that 
the transaction will go through the New York financial 
community. Why not let your man at the Irving assist you: 


IRVING TRUST COMPANY 


Capital Funds over $140,000,000 One Wall Street, New York 1 5 N.Y. — Total Assets over $1,700,000,000 
GEORGE A. Murpuy, Chairman of the Board WiItuiAM E. PeTERsEN, President 
National Division—H. MILLER LAWDER, Senior Vice President in Charge 
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Murray said, there is a question of 
whether investment analysis done by 
pension fund portfolio managers gives 
adequate attention to the fundamental 
forces which determine investment 
values. He pointed out that there is a 
greater need for understanding of the 
capital markets in which investment 
funds are employed. 

Bond investments. The present situa- 
tion in bonds was discussed by Arthur 
L. Coburn, Jr., chairman of the trust 
committee, Old Colony Trust Company, 
Boston, Massachusetts. His remarks 
were part of his speech on bonds in a 
trust portfolio. Mr. Coburn said that, 
although it may not be the best, now 
could be considered as being a good 
time to buy bonds. 


In a report on the National Trust 
School, Richard P. Chapman, chairman 
of the Board of Regents, said the first 
session of the school is set for August 
8 to 28 at Northwestern University. 


Legal handicaps. Charles: W. Buek, 
first vice-president of the United States 
Trust Company, New York City, told 
his listeners that legal handicaps have 
prevented capable trustees from doing 
the best investment job they know how 
to do. He urged that trustees be required 
by law to show that they are capable 
of assuming the responsibility for a 
trust. He proposed that the title of 
“Qualified Trustee” be established as 
the first step toward giving greater 
legal freedom to those who are respon- 
sible for handling trusts. 





Political campaign serves as non-partisan savings promotion 


Political Coin Banks 
Promote Savings Accounts 


The First National Bank of Boston, 
Massachusetts, is using the 1960 pres- 
idential campaign as a basis for a new 
savings account promotion. Rhodium 
plated coin banks, one with an elephant’s 
head, and the other with a donkey’s, 
are being offered for sale to all of the 
bank’s new and current savings account 
customers under the promotion theme, 


“Pick Your Favorite— Either Way 
You’re Ahead When You Save at the 
First.” 

The entire promotion will run through 
the election year and is being carried 
on by window exhibits, counter displays, 
and signs posted throughout the bank’s 
26 offices. All sales of the coin banks, 
which are being offered to First Na- 
tional’s customers at reduced prices, 
are being handled by savings account 
tellers. 





 DURA- GRIP oe sc cove 


CUTS CHECK COST! 


The patented clip takes simply stapled, ABA standard check fillers—elimi- 
nating costly board tongue and stripping. Check registers fit in the pocket 
on the top side. The covers are made of long-wearing Royal vinyl that cuts 
replacement costs. Check fillers slip in easily from either side. 


*US Patent 2,488,823 
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A depositor’s delight—in a wide range 
of attractive colors. They’re used by 
the world’s largest banking systems. 
Also in folding and “‘personalized’’ 
styles. Send for a free sample and 

















your nearest distributor. 
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Anti-Inflation Campaign 
Based on More Savings 


The National Thrift Committee, in 


cooperation with its membership 
throughout the nation, has launched a 
six-month campaign aimed at halting 
inflation. The campaign is based on a 
three-color poster, pictured above, with 
the theme, “You Can Do Something 
About Inflation—Save 1 Per Cent More 
of Your Income.” 

A four-page leaflet has also been 
published as a companion piece to the 
poster. Among other things, the leaflet 
points out that if a majority of the 
people living in the United States saved 








You can do something 





Thrift Committee project 


just 1 per cent more of their income, 
over $3 billion in new money would be 
available for further expansion of the 
nation’s economy. 

In addition to the display items, the 
Committee has also prepared new mate- 
rials for use by radio and television 
stations, and newspapers. Further infor- 
mation on the campaign can be obtained 
from the National Thrift Committee, 
121 West Wacker Drive, Chicago 1, 
Illinois. 


* * e 


Seattle-First National 
Tops $1 Billion in 1959 
For the first time in its history, the 
Seattle-First National Bank, Seattle, 
Washington, recorded assets of over 
$1 billion in 1959. 
Due to an unfortunate error in the 


print shop, the bank’s advertisement | 


which showed assets and liabilities as of 
December 31, 1959, was inadvertently 
left out of the February issue of Bur- 
roughs Clearing House. Instead, the 
statement of condition as of the close of 
business at the end of 1958 was sub- 
stituted. 

The magazine regrets the error, and 
is happy to print the correct figures 
which appear in the ad at the right. 
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SEATTLE-FIRST NATIONAL BANK 


STATEMENT OF 
AT CLOSE OF BUSINESS DECEMBER 31, 


Cash and Due from Banks 

U. S. Government Securities . 
Obligations of Federal Agencies . 
State and Municipal Securities . 
Other Bonds and Securities 
Loans and Discounts ' 
Federal Reserve Bank Stock . 


RESOURCES 


CONDITION 


1959 


$246,508,610.47 
159,204,416.16 
2,959,628.47 
63,960,310.02 
1,447.615.00 $ 474,080,580.12 





Bank Buildings, Vaults, Furniture and 


Fixtures, etc. 


Interest Earned Not Siacisbiail Saar ag ae 


Customers’ Liability Under 
Letters of Credit and Acceptances . 


TOTAL . 


Capital Stock . 
Surplus ; 
Undivided Profits 


Reserve for Interest, Taxes, etc. . 


LIABILITIES 


-  515,960,902.86 
ora 1,800,000.00 


oe 13,522,163.07 
: 3,558,873.24 


oe 4,260,601.17 
. $1,013,183,120.46 








- + $ 25,000,000.00 
35,000,000.00 
14,399,196.98 $ 74,399,196.98 





Discount Collected Not Earned . 
Letters of Credit and Acceptances . 


Deposits . 


LAWRENCE M. ARNOLD 
Chairman 

DON H. WAGEMAN 
Chairman, : 
Executive Committee 

FRANK E. JEROME 
President 





WELLWOOD E. BEALL 


Senior Vice-President, Boeing 


Airplane Company, Seattle 
HENRY BRODERICK 


President, ened Broderick, 


Inc., Seatt 
FRANK H. BROWNELL, JR. 
Vice-President 
CHARLES F. CLISE 
President, Securities 
Mortgage Co., Seattle 
JOEL E. FERRIS 
Spokane 
O. D. FISHER 
Chairman, I hee Flouring 
Mills Co., Seattle 


TOTAL 


DIRECTORS 


L. C. HENRY 
President, H. C. He 
Investment Co., Seatt 


CHARLES H. INGRAM 
Director, Weyerhaeuser 
Company, Tacoma 


WILLIAM M,. JENKINS 
President, First National 
Bank of Everett, Everett 


ERIC A. JOHNSTON 
President, Motion Picture 
Producers and Distributors 
of America, Inc., 
Washington, D. Cc. 

RICHARD E. LANG 
Chairman, Lang & Co., 
Seattle 

B. A. PERHAM 
President, Perham Fruit 
Corp., Yakima 

PAUL PIGOTT 
President, Pacific Car and 
Foundry Co., tle 


SEATTLE - FIRST 


EVE COTA We 4 


6,034,264.79 
7,110,485.16 
4,260,601.17 
921,378,572.36 

. $1,013,183,120.46 








W. G. REED 
Chairman, Simpson Timber 
Company, Seattle 

VOLNEY RICHMOND, JR. 

sident, 

Northern Commercial 
Company, Seattle 

WILBUR W. SCRUBY 
Seattle 

ALFRED SHEMANSK! 


esident, Eastern Outfitting 


Co. Seattle 
WILLIAM S. STREET 


President, Frederick & Nelson, 


Seattle 
ELBRIDGE H. STUART 
Chairman, Carnation 
Company, Los Angeles 
J. A. SWALWELL 
Seattle 
GEORGE VAN WATERS 
Chairman, Van Waters & 
Rogers, Inc., Seattle 
KATHERYN WILSON 
Director, Simpson Timber 
Company, Seattle 
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Before starting construction of new milling facilities, Marvin E. Duncan, 
president of Crafton-Duncan, Inc., discussed plans with Banker Cooper (left). 


“A LOAN TO OUR PURINA DEALER HELPED 


DEVELOP ONE OF OUR BEST ACCOUNTS” 


—says H. Lee Cooper, President, 


The Ohio Valley National Bank of Henderson, Kentucky 


‘When our Bank financed the start 
of our present Purina Dealership, 
it marked the beginning of a firm 
that has become one of our best 
customers,” says Mr. Cooper. “It 
also was the start of a service es- 
sential to farmers in this grain- and 
livestock-producing area. 


“Since making the original loan, 
we have financed the purchase of 
new equipment, provided working 
capital when needed and supported 
the firm’s expansion including the 
new mill completed early this year. 


“‘We feel that our association with 
our Purina Dealer has been a com- 
munity service as well as good 
business for our Bank. To get the 
best results in marketing grain ‘on 


PURINA ...vourR PARTNER IN SERVING ANIMAL AGRICULTURE 


the hoof,’ our farmers need their 
grain ground with concentrates. 
Thus, the Dealer’s service helps 
farmers get higher incomes which, 
in turn, means better business for 
our merchants and for our Bank.” 


* * * * 


The Ohio Valley National Bank of 
Henderson serves an area extending 
about 50 miles from Henderson in 
each direction. Practically all of its 
business is directly or indirectly agri- 
cultural. The Bank has a full-time 
agricultural specialist who heads its 
Farm Management Department and 
gives advisory service to farmers. The 
Bank makes production loans, direct 
to farmers, on cattle and hogs. It has 
had no losses on such financing. 


QUALITY 


SERVICE 
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Bank Conducts Two Annual Stockholder Meetings Every Year 


- By Charles W. Pine 


Publicity Director, Valley National Bank, Phoenix, Arizona 








Most banks are grateful they don’t 
have to undergo the rigors of more than 
one stockholder’s meeting a year. Valley 
National Bank is a striking exception. 
The 60-office Arizona banking system 
stages two and sometimes three full- 
dress meetings annually. 

This interesting custom dates back 
seven years—to Mrs. Mildred May, 
director of special services. A survey 
she undertook disclosed that the VNB 
stockholder family was as statewide in 
residence as the bank is in branch offices. 
It operates at least one branch in each 
of the state’s 14 counties. 

Although Valley Bank stock is owned 
by investors in every state, plus several 
foreign countries, the majority of it is 
held by Arizonians. Mrs. May was 
aware of this but was pleasantly sur- 
prised to find that the latter group in- 
cluded virtually every town in the state. 

Duplicate session. Understandably, 
larger cities like Tucson, Flagstaff, 
Prescott and Safford listed the biggest 
concentrations. Accordingly, Mrs. May 
proposed a duplicate of the traditional 
January stockholders meeting in Phoe- 
nix to be held in Tucson. And, she added, 
it might be good public relations also 
to hold a “third” meeting in one of the 
other above cities occasionally. 

The suggestions made sense to Valley 
Bank’s top brass. In 1954 a meeting 
was held in Tucson, a few days after 
the Phoenix event. The experiment was 
an immediate success—nearly 200 
Tucson area shareowners turned out— 
and the proposed practice became an 
established custom. 

Tucsonians were grateful they didn’t 


Chairman Bimson gives report 
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Bank’s business development chief explains right and wrong way to sell customers 


Lawrence Mehren uses flannel board to emphasize points in talk 


have to make the 250-mile journey to 
Phoenix and back. Furthermore, they 
appreciated the personal touch stem- 
ming from the presence of the bank’s 
top officers from Phoenix headquarters. 
Since 1954, meetings also have been 
held on occasion in Flagstaff, Prescott, 
Globe and Safford—all of them well- 
attended gatherings. 

Identical format. Format of the 
facsimile gatherings is identical with 
that of the official Phoenix meetings 
except that proxy tabulations and read- 
ing of legal documents are dispensed 
with. This year, at both the Phoenix 
and Tucson affairs, the Bimson brothers 
—President Carl and Board Chairman 
Walter—reported a_ record-breaking 
25 per cent increase in net operating 
earnings and a 25 per cent stock div- 
idend recommended by directors. 

Some unusual features were added 
this year to the Tucson agenda. They 
proved highly successful. Lawrence 
Mehren, vice president in charge of 
business development, for example, 
gave a 40-minute flannelboard talk 
titled “More Business Is Your Busi- 
ness.” His remarks were built around 
a series of brief film sequences (in 
sound and color) demonstrating right 
and wrong ways to “sell” customer 
services. 

Bankers must be salesmen in today’s 
highly competitive market, Mehren em- 
phasized. Customers are a bank’s life- 
blood. And when employees talk with 
them, they, in effect, are the bank; 
hence, everything employees say and do 
should be calculated to win new friends 
and sell more services. The meeting, 
held in a hotel ballroom in downtown 
Tucson, lasted two hours and was fol- 
lowed by a buffet lunch. 

Important branch. More than 500 
VNB stockholders reside in the Tucson 
area, Chairman Bimson reminded the 


gathering. And ever since Valley Bank 
opened an office in Tucson in 1935, that 
city has ranked as the most important 
branch area in the system. 

“Today, our Tucson operation num- 
bers eight offices, including a novel, 
specially-designed trailer bank. Some 
300 Tucsonians are employees of these 
offices—and their number is steadily 
increasing. All are residents and tax- 
payers of Tucson; virtually all are 
active in community organizations.” 

On the promotional side, the meeting 
was the most widely-heralded yet. The 
two Tucson dailies published a total 
of nine news stories and articles, two 
editorials and numerous photographs 
over a four-day period. Cameras from 
all three television outlets covered the 
session and used their film clips as 
highlights of newcasts later in the day, 
Two top-rated radio stations taped Mr, 
Bimson’s. 15-minute opening remarks 
and broadcast them that afternoon as 
special news features. A third station 
parked its mobile news unit outside 
the hotel and, immediately following 
the meeting, interviewed Mr. Bimson. 

The Tucson Citizen, afternoon daily, 
editorially observed: “The spectacular 
advance of Tucson and the Valley Bank 
were subjects of enthusiastic comment 
made by bank executives at the stock- 
holders’ meeting held here Saturday.” 
Several paragraphs later, the editorial 
concluded with: “The picture (they 
outlined) is encouraging to every par- 
ticipant in whatever line of enterprise 
or activity in this thriving community.” 

The morning paper, The Arizona 
Daily Star, commented in part: “Valley 
Bank’s statistics, which in the past have 
not only proved conservatively accurate 
but which have been used in testimony 
before Congressional committees, show 
that Tucson percentage-wise is pacing 
the state’s growth. This is good news.” 
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Unusual Thousandaire Club Savings Plan Boosts Bank Deposits 





While other financial institutions are 
resorting to giveaway gimmicks in an 
effort to increase their savings deposits, 
the Mountain Trust Bank, Roanoke, 
Virginia, has increased its deposits over 
$100,000 in four months through an 
unusual savings club. Called the Thou- 
sandaire Club, it is a systematic savings 
plan authored and founded by Thomas 
P. Parsley, who serves as both presi- 
dent and chairman of the Mountain 
Trust Bank. 

The plan is patterned along the lines 
of the Christmas Club, but the results 
provide the bank with a source of per- 
manent savings accounts. Its purpose is 
to encourage the great mass of citizens 
to save at least $1,000 by making de- 
posits of $5 per week. The Thousandaire 
Club is built around the use of a coupon 
book, pays the prevailing interest on 
savings, and was developed by Mr. 
Parsley with the cooperation of Christ- 
mas Club a Corporation. 

The major theme of the club is “Not 
everyone can be a millionaire, but most 
everybody can be a thousandaire.” Mr. 
Parsley feels that the secret of the 
plan’s success lies in the selection of 
the word, Thousandaire, which psy- 
chologically sets a goal in terms of 
money rather than in indefinite reasons. 
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Statement stuffer helps to sell memberships in savings club 


Ad program. The bank opened its 
club on April 8, 1959, with a carefully 
planned program of advertising. Regu- 
lar newspaper ads concentrated on the 
plan, and radio and television spots 
were scheduled on local stations. In ad- 
dition, Thousandaire Club folders were 
mailed to all savings and checking ac- 
count customers, counter cards were 
placed in the bank lobby, and six large 
billboards were used in heavily travelled 
areas around the city. 

At the end of four months the bank 
had acquired 3,300 club accounts. Of the 
total, 1,554 were new customers for the 
bank. According to Mr. Parsley, the club 
also stimulated the opening of regular 
savings accounts at the bank. The feat 
was even more significant, Mr. Parsley 
said, because it had taken the bank 40 
years to acquire 10,000 regular savings 
accounts. 

The operation of the club is almost 
identical with the operation of a Christ- 
mas Club, except that $5 is the only unit 
of deposit. The mechanical elements are 
a signature card, a coupon book, and a 
ledger card. The back of the signature 
ecard contains all regulations to which 
the member subscribes. Interest is cred- 
ited on April 1 of each year at the cur- 
rent (presently 3 per cent) rate paid by 
the bank, and on all sums of $25 or more 


|which have been on deposit three 


months previous to the interest date. 
The coupon book contains 50 coupons 
which cover $250 in deposits, and a new 
book is issued when one is completed. 
The ledger card contains space for post- 
ing 200 deposits, and provides for the 
posting and accumulation of interest 
earned, as well as the account numbers 
of the four coupon books that will be 
used during the life of the club. Posting 
of coupons is done with a date stamp 
just as they are in Christmas Clubs. 
No penalty. There is no penalty for 
missing a payment, and the $5 coupons 
can be bunched together for deposit at 
any time. Mr. Parsley said that he ex- 
pected that there would be people who 
could not complete their clubs, or who 
would need the money before reaching 





their objective. In such cases, customers 
are given the option of borrowing 
against their accounts, or cancelling 
their old club, taking the amount they 
need, and starting a new club with the 
balance, if any. However, Mr. Parsley 
says drop-outs have been fewer than ex- 
pected. 

Mr. Parsley said that he developed his 
copyrighted savings plan because he has 
long been a believer in the old fashioned 
American virtue of thrift. “It is a known 
fact,” he said, “that saving money is a 
habit, and the Thousandaire Club plan 
seems to provide a means whereby this 
habit can be cultivated.” 

Further information on the club and 
its operation can be obtained from Mr. 
Parsley at the Mountain Trust Bank, 
P.O. Box 1411, Roanoke, Virginia. 
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TO SOLVE 

DRIVE-IN 

BANKING 

PUZZLES... 
call on 


DIEBOLD 


Diebold’s experience and leader- 
Ship in drive-in banking offers 
you the most effective, most 
productive way to bring drive-in 
banking at its best to your bank. 


Whatever your building situation, 
whatever the traffic pattern, Diebold’s 
intimate knowledge of drive-in banking 

and comprehensive range of drive-in 
banking equipment will help you develop 
the kind of installation that is convenient 

for your customers and profitable for you. 


To be sure your bank provides drive-in 
banking at its best, call on Diebold, 
manufacturer of the world’s finest 

bank equipment for over a century. 


DIEBOLD 


BANK EQUIPMENT 


Siem RTT 


DIEBOLD, Incorporated Dept. B-28 
Canton 2, Ohio 


Please send me complete information about 
Diebold Drive-in banking. 

















CANTON OHIO Name - Title 
In Canada: Diebold of Canada Ltd., Toronto Company ----- 
Ahearn Safe Company, Montreal Address 
City Zone... State...... 
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Remodeled Quarters, New Buildings Bow in Banking Spotlight 


Architectural face-liftings transform old lobbies into striking and functional offices. 























Warrensburg, N.Y. The Emerson National Bank re- Fort Myers, Fla. Italian ceramic tile, Travertine rock and 
cently was completely remodeled in celebration of the other building materials of contrasting colors highlight the 
bank’s 75th anniversary. Teller stations were added and modern lobby in the remodeled Lee County Bank. The low 
a drive-in teller’s window was included in remodeling tellers’ counter accommodates movable teller buses 





Bank Building Corporation of America 


University City, Mo. A multi-colored feature wall highlights New York, N.Y. “Banking under glass” is a term used 


the contemporary new lobby of the Delmar Bank. Natural to describe the Time and Life Building office of the 
' light from a window wall at the front of the building is com- Manufacturers Trust Company. The bank’s four walls 
plemented by a dramatic lighting system. Note vestibule are completely of glass framed in burnished aluminum 


noe 





Victoria, Texas. Size of The Victoria National Bank Cincinnati, Ohio. A curved tellers’ counter provides more room 
was doubled in an extensive remodeling of the building. for customer lines in the new Kroger Building branch of The 
The spacious and colorful lobby has been enlarged and Provident Bank. Contrasting textures and colors are achieved 
a mezzanine provides space for loan and trust offices in the varying building materials. Note bank slogan 


—— 
ome 


Bank Building Corporation of America pss Chae 
Indianapolis, Ind. This spacious, eye-catching interior greets Washington Depot, Conn. A large mural depicting 
customers of the Merchants National Bank and Trust Com- Washington Depot, Connecticut, about 1870 is featured 
pany. Tellers’ counter is hand finished walnut and golden vein in the new Washington office of The Litchfield Savings 
marble. Drop ceiling over tellers bathes working area in light Society. The office is part of a redevelopment project 
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TO YOUR CUSTOMERS, your office personifies you as an individual 


and your bank as an institution. In Stow & Davis furniture, the symbolism 


is unmistakable—a compliment to the competence and stature of both. 
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GRAND RAPIDS 2, MICHIGAN 


MANUFACTURER MEMBER te EXECUTIVE FURNITURE GUILD OF AMERICA 


* It will be a pleasure to send you our brochure. Please write 13 Summer Ave., N.W., Grand Rapids 2, Michigan 


In the time it took you to “process” the baby last 
night...our night staff processed 4,000 cash items 


Even if you’re an old hand at this sort 
of thing, it probably takes you eight sleepy 
minutes to powder, pin, and pamper the baby 
back to sleep. 

During those eight minutes, our night 
staff processes some 4,000 cash items. We 
average 500 a minute. 

This means that many of the checks 
air-mailed to us in the afternoon are available 
funds by the following morning. 

Our correspondents from coast to coast 
find this speed a very important advantage. 
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You and your customers will, too. 

We’ll be happy to send you full details, 
or have one of our people drop in at your 
office in person. Call us at STate 2-9000. 


CONTINENTAL 
OLIN OWS 0-2. 


BANK & TRUST COMPANY OF CHICAGO 
Lock Box H, Chicago 90 Member F. D. |. C. 
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TRENDS SPARKING RENEWED INTEREST 
IN: REDISCOUNTING CUSTOMER PAPER 
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Reduced liquidity may lead to “trial runs’? of borrowing against loan paper, the writer predicts 


IN LIEU OF SECURITY 


SALES 





MEW SOURCE OF LOAN FUMDS? 


After thirty years of disuse, the practice of rediscounting 
eustomer paper at the Fed window may come back in style 


HE nation’s commercial banks 
may well have to rely again upon 
using more of their customers’ 
notes and less Government securities 
as collateral for loans by the Federal 
S, Reserve banks. It is more than 30 
ir years since any considerable amount 
of bank customers’ paper has found 
its way through the discount win- 
dows of the Reserve banks. The lack 
of use of this normal and legitimate 
Reserve system facility has naturally 
caused both bankers and the Federal 
Reserve people to become a bit rusty 
in their familiarity with principles 
and procedures in connection with its 
re) use, 
Today both individual Reserve 
banks and various member banks are 
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By 
ED TYNG 
New York Correspondent 


encouraging their staffs to prepare 
for a possible greater use of com- 
mercial paper for borrowing pur- 
poses by carrying out a series of 
“dry runs.” Some of those that have 
been held have shown, on the part 
of member banks, a considerable lack 
of knowledge of the Reserve Act and 
its regulations, particularly Regula- 
tion A, by which the law is made to 
function. Some of these “dry runs” 
have convinced Federal Reserve offi- 
cials that their own procedures will 
have to be dusted off and polished up 
in the event of increased use of them. 


Why may it be necessary for a 
member bank to go back to a method 
of borrowing money from the central 
banks that is so cumbersome as con- 
trasted with the use of convenient 
bundles of Government securities? 

The banks of the United States 
still hold many billions of dollars of 
Treasury obligations upon which 
they can get, subject to the willing- 
ness of the Reserve banks to lend to 
them, additional reserves without 
delay. They hold, however, many bil- 
lions of dollars less than they did a 
year ago. And, if commercial loans 
go up again this year, bank bond 
portfolios may total many billions 
less a year hence than they do now. 

See LOAN FUNDS—Page 85 
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Strategy: lay down a constant promotion 
barrage, focus your fire, and keep 
your front line people informed 


Getting Your Money's Worth 
Mm BANK ADVERTISING 


By 
FRANK S. FARRINGTON 


Vice-President, The Park National 
Bank, Newark, Ohio 


N planning bank advertising and 
promotion, it is desirable to think 
not only in terms of the dollars 

to be spent but also to ask, “Am I 
getting my money’s worth?” 

At The Park National Bank, a $29 
million institution, we stick pretty 
much to the idea that you have 
to spend money to get the job 
done, but you cannot put dollars to 
work in advertising if they are not 
backed up by the completely inte- 
grated effort of a well-informed staff. 

In this bank, the advertising and 
public relations work requires the 
full time of a bank officer and his 
secretary, plus the cooperation of 
every staff member in the bank. 

A constant barrage of advertising 
is laid down to cover the entire trad- 
ing area. We use every form of me- 
dia available to us to tell the bank’s 
story, and we use them often. We 
supplement the advertising program 
with what we believe is an effective 
public relations program to keep the 
bank’s name before the public and to 
sell its services ’round-the-clock. A 
great many of the ideas that form 
the basis for successful retail product 
promotion have been adapted to our 
promotion of bank services, and while 
net income gain attributable to ad- 
vertising cannot be charted accurate- 
ly, we believe that advertising has 
done as much to create a demand for 





SEE COVER: Mr. Farrington is a 
strong believer in staff training to 
back up the bank’s advertising 
activities. He is pictured giving 
employees the “pitch” on the drive 
to attract more savings dollars 
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The bank believes in advertising, has a big promotion budget 


bank services as it has to sell the 
products of our local merchants. 

Our program. includes heavy use 
of newspaper space, two regularly 
scheduled news broadcasts five morn- 
ings a week, ten outdoor billboards 
six times a year, and extensive di- 
rect mail material. To augment these 
advertising forms, we stress the im- 
portance of well-prepared window 
displays and lobby displays and add 
dozens of special promotional pieces 
that are released throughout the 
year. In planning major campaigns, 
we strive to integrate all of these 
promotional aids to carry the theme 
of the program. For example, we’ll 
discuss a recent savings promotion 
that attracted a good deal of attention 
to our bank. 

At a convention in Pennsylvania 
early in 1958 we discovered that a 
major oil firm was drawing crowds 
to their exhibit with the presenta- 
tion of small cardboard salt shakers. 
The more we thought of the gimmick, 
the more it appealed to us as the 
basis for a new drive for savings ac- 
counts. Salt is, we admitted, the old- 
est form of exchange, and the axiom 
“salt some away” is one of the old- 





est expressions in use today. The 
theme and the give-away shakers 
seemed particularly appropriate in a 
time of ever-increasing prices, and 
a new ad campaign was born. 

After discussions with a salt com- 
pany, we ordered 25,000 of the shak- 
ers and had them printed with our 
“Salt Some Away for a Happy Day” 
slogan, our 3 per cent interest rate 
figure, and the name of the bank. 
The shakers are made available to 
any local organization for dinners or 
luncheons. To-date, we have distrib- 
uted over 7,000 shakers to PTA 
groups, Granges, and fraternal or- 
ganizations among others. The re- 
sponse has been heartening and the 
cost of the shakers is as low as any 
giveaway we have ever used. 

Four five-column newspaper ad- 
vertisements were prepared around 
the theme of the “Salt Some Away” 
campaign and these were featured 
in the local paper during the month- 
long promotion. Our outdoor bill- 
boards carried the theme, as did 
lobby and window displays. Replica 
bills prepared for the promotion car- 
ried the message on check writing 
desks. Special window stickers were 
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Quit dreaming 
Start planning 


Money on deposit - in a 
Full Service Bank - is ready 
to add ZEST to your life. 


r¥4 tHe PARK national BANK 


MEMBER F.D.1.C. 


HEBRON® NEWARK @ KIRKERSVILLE 


INTEREST 


ON SAVINGS NATIONAL BANK SAFETY AND 


Example of a well-integrated campaign, repeating an apt 


distributed to employees as part of 
the campaign. Radio commercials 
during the month repeated the axiom, 
and a giant salt shaker display was 
installed over the lobby entrance to 
our main office. 

Training meetings brought the 
bank staff up-to-date on the savings 
promotion, and employees were en- 
couraged to discuss it with friends 
and depositors. For one month, “Salt 
Some Away” represented an inten- 
sive effort on the part of all em- 
ployees from the president on down. 
We heard the phrase repeated time 
after time by people on the street 
and in the stores, and most impor- 
tant, it got these people thinking 
about their savings. The program 
has been so successful that we plan 
to bring it back early this year. 

But a campaign of this type repre- 
sents only a small part of our adver- 
tising and public relations efforts. 
We pick a point, and then proceed to 
hammer it home, believing in the 
long-range benefits of repetitive ad- 
vertising. Ninety per cent of our 
advertising is aimed at direct sell- 
ing of specific services. Little is spent 
for institutional advertising. Let us 
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take our advertising progam for the 
past year as an indication of a typ- 
ical year-long campaign. 

In January, 1959, statements were 
accompanied by a direct mail piece 
entitled “Inventory of Household 
Furnishings,” along with a general 
promotional piece outlining the vari- 
ous services of the bank. This same 
month saw the start of an employee 
program to sell safe deposit boxes. 
Employees were paid for each rental 
they were responsible for, plus prizes 
at the end of the contest. Newspaper 
ads during the month carried the 
safety deposit theme. 

In March, direct mail messages 
urged readers to open checking ac- 
counts. 

April mailings included a special 
letter concerning bank credit that 
was sent to some 4,800 inactive and 
mortgage loan accounts. This piece 
was accompanied by a brochure car- 
rying a social-security-with-savings 
theme. 

Coupled with heavy advertising of 
our savings rate increase to 3 per 
cent in May was a second campaign 
for safety deposit rentals which in- 
cluded three separate mailings. The 
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slogan, that was highly successful 


first was sent with a piece on car 
financing. The second was accom- 
panied by a general loan brochure, 
and the third was enclosed with a 
booklet on personal loans. 

Our June promotional piece ex- 
plained how to open a checking ac- 
count for a school graduate, urged 
the use of safe deposit boxes, and 
briefly explained car and home im- 
provement loans. Advertising dur- 
ing the traditionally-slow summer 
months was concerned with general 
bank services. 

Home improvement loans were 
again pushed by direct mail mes- 
sages in September, together with 
another piece on general bank serv- 
ices, and as stated earlier, our Octo- 
ber efforts were aimed at the “Salt 
Some Away” campaign. A letter on 
new car financing as well as a gen- 
eral loan piece and safe deposit box 
message were also mailed in October. 

November and December adver- 
tisements hit primarily at the advan- 
tages of joining the bank’s Christ- 
mas Club that now numbers over 
7,000 members and which recently 
issued nearly half a million dollars 

See BANK ADVERTISING PROGRAM—Page 84 
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A spokesman for the state’s associations cites... 






FACTORS BEHIND THE BOOM Ol 


PARKED by the gains of the 
i past decade, California’s position 

as the nation’s number-one sav- 
ings and loan state is more firmly 
entrenched than ever. A look at the 
growth record reveals: 

1. Assets of California’s savings 
and loan business have gained 25 per 
cent or more annually to pass the $9 
billion mark in 1959. Dollarwise, the 
yearly gains have expanded from $% 
billion to the point where the annual 
increase is almost $2 billion. 

2. Savers number 2% million, 
with accounts totaling $714 billion. 

3. Mortgage portfolios total over 
$71~ billion. During 1959, the 240 
associations in the state shattered all 
previous records, making $3 billion 
in home loans. Compared with 1958, 
new loans made were up 50 per cent 
or $1 billion last year. 

What are the reasons for the 
growth of savings and loan associa- 
tions in California? 

Reasons are both tangible and in- 
tangible, with some a combination 
of the two. A savings rate differen- 
tial plus aggressive advertising and 
promotional campaigns undoubtedly 
have produced results; beautiful and 
modern quarters attract the public; 
and the associations are progressive 


By 
DOROTHEA HEGWER 


Director of Public Relations, California 
Savings and Loan League, Pasadena 


in adopting the latest in mechanized 
equipment and methods to provide 
maximum service to customers. 

Beyond these tangible factors is 
the stress placed on highly personal- 
ized relationships with customers. 
The associations emphasize friendli- 
ness in dealings with both the saver 
and the home borrower, and their 
questions are welcomed. 

Moreover, representatives of .the 
business are active in civic and char- 
itable organizations, and good rela- 
tions with the public and the press 
are part of daily operation. One of 
the most successful PR endeavors of 
California savings and loans is the 
Outstanding Student Award Pro- 
gram; it is the only scholarship pro- 
gram of its kind in the United States 
whereby each participating senior 
high school in the state is asked to 
choose a student as a candidate for 
the award—a bronze medallion and 
a check for $100. Some 375 students 
received awards last year. 

Along with their emphasis on cus- 


tomer and public relations, the Cali- 
fornia associations are vitally con- 
cerned with the progress of staff 
members, and many conduct manage- 
ment training courses to fill future 
top-level executive positions, supple- 
menting courses available through 
the American Savings and Loan In- 
stitute. 

Also, savings and loan manage- 
ment in the state is not reluctant to 
change, if it is for the better. For in- 
stance, the California associations 
were among the first to discard the 
“marble-halled” décor that formerly 
symbolized all financial institutions. 
Another change has been in advertis- 
ing; from the cool, impersonal ad 
that once was the financial landmark, 
the state’s savings and loans were 
early to adopt human appeals in their 
promotion. 

Nucleus of the business is its trade . 
association, the California Savings 
and Loan League, whose staff is 
headed by Executive Vice-President 
Neill Davis. Personification of S&L 
in California is the current league 
president, dynamic Lewis S. Eaton, 
president of Fresno Guarantee Sav- 
ings and Loan Association. 

The strongest center of savings 

See SAVINGS AND LOAN BOOM—Page 87 


Typical announcements of new higher rate which became widely effective at the start of the year 





Rate differential and aggressive promotion help account for 25% annual growth of California associations 
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With a refund plan based on volume and average 
sales amount. Chase has had a good response 


Incouraging Report on 
CHARGE-CREDIT 


NLIKE some of the banks that 

have ventured into the charge- 

credit field, our institution has 
had a decidedly encouraging response 
to its Chase Manhattan Charge Plan 
(CMCP) in the year and three 
months it has been in operation. 

When we first opened the doors 
of CMCP to New York City mer- 
chants in October, 1958, we said we'd 
be happy to have at least 1,000 signed 
up by the time the plan went into 
full operation on December 1 of that 
year. We had 3,000! 

And at last count, there were 
5,300 member merchants—with 6,000 
store locations—and more than 360,- 
000 consumer card-holders, repre- 


By 
CLINTON W. SCHWER 
Vice-President, The Chase Manhattan 
Bank, New York 15, New York 


senting 320,000 families. We esti- 
mate the overall potential for Metro- 
politan New York in this field to be 
on the order of 15,000 retailers and 
2 million customers. 

Chase Manhattan Bank’s entry into 
charge-credit was not a spur-of-the- 
moment affair. We investigated the 
idea of a bank charge plan for about 
two years, but it wasn’t until the 
Spring of 1958 that it really became 
a live topic. 

In August of that year a commit- 


Some steps in the Chase charge account service. The average 


Dashew Datatyper prepares credit cards 
and also merchant identification plates 


Merchant completes charge-credit deposit envelope 


Sales draft is processed by a Dashew 
Datawriter, and signed by customer 


tee was formed to gather every pos- 
sible piece of information on bank 
charge plans. We wanted the ideas 
of banks, merchants and customers. 
A sampling of merchant opinion in 
New York showed retailers to be bet- 
ter than 90 per cent in favor of such 
a plan, on the basis that it would 
help to stimulate sales. 

An announcement of CMCP went 
to the press on October 17, 1958, and 
the next day our representatives 
were on the street selling the plan 
to merchants. We have been very 
pleased with the results to date. 

CMCP is a complete charge ac- 
count service with the bank handling 
all paperwork and assuming all credit 


sales transaction runs $23 


Shares in excess of a specified limit 
are checked with Chase by telephone 


«+» deposits sales slips at Chase, where they are honored like cash 
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risks. In return, Chase Manhattan 
can receive a service charge up to 6 
per cent on all charge sales. How- 
ever, merchants get refunds based on 
the average amount of those same 
sales. 


During the fourth quarter of oper- 
ation, the average refund for all mer- 
chants in the plan was 2.47 per cent, 
making an effective service charge 
of only 3.53 per cent. Some mer- 
chants, because of their high dollar 
average for sales, paid a _ service 
charge of only 3 per cent—some less 
than that. The maximum refund is 4 
per cent. 


Based on interviews with inde- 
pendent merchants, who at one time 
or another had carried their own 
charge accounts, we found that 
CMCP could cost from 40 to 80 per 
cent less than a self-carried credit 
system. This is taking into consider- 
ation the extra costs for a merchant 









Vice-President Schwer (right) reviews data with Assistant Vice-President 
Francis X. Kosch (left) and Edward C. Masters of Charge Plan Division 





Momentum building up fast in Chase charge-credit operation 


of hiring a credit manager, mailing 
statements, dunning, bookkeeping, 
losses from bad credit risks, etc. 
We feel that our average transac- 
tion table, used to determine refunds, 
is at a level fair to all retailers in the 
plan. The average transaction is cal- 


culated by dividing the total number 

of sales slips (less the total number 

of credit slips) into the net dollar 

amount for each quarter. The scale 

starts at $5, with no refund for an 

average transaction of less than that, 
See CHARGE CREDIT REPORT—Page 89 








Reverse Picture: Why Two Banks Have Dropped Charge Plan 


Uncooperative merchants and small monthly volumes principal deterrents 





Chase Manhattan Bank is among 
the more than 100 banks that are 
successfully promoting charge ac- 
count banking in their areas. Most of 
these banks are members of the 
rapidly-expanding Charge Account 
Bankers Association, and will meet 
to discuss common objectives at the 
sixth annual convention at the Stat- 
ler-Hilton, Dallas, Texas, April 20-22: 

Two pioneers will be missing from 
the Association’s swelling ranks this 
year. They are the New Jersey Bank 
and Trust Company, Passaic, New 
Jersey, and the City Bank and 
Trust Company, Milwaukee, Wiscon- 
sin. Both have been disappointed by 
the low profit levels of their charge 
account operations. 

New Jersey Bank and _ Trust 
dropped its plan last December. City 
Bank and Trust will formally aban- 
don its program on March 31, ac- 
cording to City Bank President Wil- 
liam B. Frank. He points out that 
the bank has notified cooperating 
merchants of its plans. But the bank 
will continue to carry some of the 
accounts until March 31, to give the 
participating merchants the oppor- 
tunity to make other bill collecting 
and credit arrangements, he added. 

In recent months, he said, only 84 
stores have been using the bank’s 
charge account service, compared to 
200 or so when the program was at its 
peak. In the interim, he continued, 
dollar volume has dwindled from $2 
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million to less than the necessary $1 
million break-even point. The lack of 
interest by merchants was the prin- 
cipal reason for the bank’s abandon- 
ment of the “Charg-A-Plan” pro- 
gram, he asserted. 

Under our program, he said, the 
bank made arrangements with se- 
lected stores to discount all charged 
bills where the buyer shows a charge 
account credit card. These charges 
are lumped into one master bill, pay- 
able to the bank, he added. 

The charge account plan is needed 
by the smaller merchants, Mr. Frank 
said, if they intend to successfully 
compete with the larger department 
stores. But, he added, we have been 
unsuccessful in our efforts to convert 
the chain stores to the idea of nur- 
turing larger accounts, which would 
enable us to continue our “Charg-A- 
Plan” program. In addition, he said, 
we found that many of the smaller 
merchants did not want to partici- 
pate at all, even though we publicized 
the program quite heavily and used 
personal contacts in our sales drive. 

As of December 31, 1959, he said, 
the bank had 20,000 charge account 
card holders using the program at 
the 54 participating retail stores and 
some 30 branch outlets. However, he 
noted, only 13,145 of these cards 
were put to use in the final quarter 
of 1959, and the average billing for 
the period was only $10.08. 

The bank’s annual report did not 





reflect any adverse losses due to 
“Charg-A-Plan” program, Mr. Frank 
continued. Net operating income for 
1959, for example, totaled $254,332, 
compared to only $147,199 in 1958, 
while gross operating income hit the 
$1,432,813 mark against $1,253,890 
the previous year. Total deposits 
also grew, from $28,425,215 to $29,- 
820,323. 

City Bank and Trust introduced 
its charge plan in the Milwaukee area 
on June 1, 1953. At that time, the 
handling fee was 5 per cent on the 
charge slips sold by merchants to the 
bank, Mr. Frank said. The fee was 
graduated to meet increasing costs of 
operation, he continued. It finally 
got to the point, he added, where it 
was deemed too costly for the small- 
er stores, where the bank ran into 
a continual problem on small ticket 
items. 

The small ticket items were also 
cited as a principal reason for the 
demise of charge account banking at 
New Jersey Bank and Trust Com- 
pany, Passaic. Chairman John C. 
Barbour pointed out that “many of 
the smaller stores who did use the 
plan retained the best accounts for 
themselves, sending us smaller ticket 
items or bills on which they did not 
wish to assume the credit risk.” 

Another discouraging factor, he 
added, was that the larger and more 
substantial stores could not afford 

See BANKS DROP CHARGE PLAN—Page 90 
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With financial leaders often called upon 


in civie drives, here are techniques 
that have proved their worth 


The Banker’s Part in 
SUCCESSFUL FUND RAISING 


By 
CARL H. MAAR 
President, 
Lincoln National Bank & Trust 


of Central New York, 
Syracuse 


S A leading member of his com- 
munity, the banker is often 
called upon to lead fund raising 

activities. When he is, a successful 
campaign will bring credit and ad- 
ditional prestige both to him and his 
bank while an unsuceessful venture 
will be of little benefit to either. 

Because of this, it is important 
that anyone appointed to head a fund 
raising campaign follow a few basic 
principles that have proved their 
value in reaching and surpassing set 
goals. 

Here at Syracuse, I recently served 
as chairman of the committee that 
conducted a concentrated campaign 
to raise $6,000,000 for a new com- 
munity hospital. As this was the 
largest sum ever to be raised by pub- 
lic subscription for a civic project in 
the area, every detail had to be 
worked out well in advance if the 





Mr. Maar, standing, directed 4,000 
workers in a recent civic drive 


Advance planning emphasized 


campaign were to meet with success. 

Careful planning on every level 
and on each phase of the project as 
well as the conscientious application 
of the techniques outlined in this ‘ar- 
ticle did pay off handsomely. As a 
result of the campaign, the total sub- 
scriptions amounted to $7,500,000— 
a sum 25 per cent over the goal. 

For organizational purposes, we 


divided the fund raising program 
into three phases: preliminary work 
prior to the campaign, the campaign 
itself, and post-campaign activities. 
Although each phase presents its 
individual problems and each has to 
be carried off well if the overall ven- 
ture is to be successful, it is during 
the first stage that the banker can 
perform the greatest public service. 
For with his intimate knowledge of 
his community’s commercial, indus- 
trial and civic leaders and organiza- 
tions, he is in an ideal position to lay 
the groundwork for the campaign 
and to line up support for the project. 
And, the amount of communitywide 
support established at this stage will 
determine to a large extent just how 
successful the later phases will be. 
In our case, the need for additional 
hospital facilities was underlined in 
studies conducted as early as 1950 
but it was not until some five years 
later that a citizens’ committee ac- 
tually proposed that a hospital be 
built. The committee was unable to 
obtain the support of all groups con- 
cerned, however, and the project 
See SUCCESSFUL FUND RAISING—Page 91 


Utilizing these rules, Mr. Maar headed a $6 million hospital campaign that went 25% over goal 





TEN RULES FOR PUTTING COMMUNITY DRIVES "OVER THE TOP" 








1. Be sure that everyone concerned participates in plan- 
ning and that there is complete and thorough agreement on 
objectives and methods. 

2. Put the plan on paper so that every leader can see the 
goal and the part he is to play in reaching it. 

3. Appoint only qualified, well-known and respected indi- 
viduals as group and division leaders. 

4. Provide each division with an organization chart so 
that everyone in the division knows exactly what his respon- 
sibilities are and understands the chain of organization. 

5. Use local people as solicitors. Wherever possible use 
experienced people who have participated in other drives. 


6. Enlist the support of local newspapers, radio and tele- 
vision to publicize the campaign, tell the need for it and 
report its progress in fund raising. 

7. Provide people with a guide to giving; many honestly 
don’t know what is expected of them. 

8. Carefully assess the potential of corporations and those 
in a position to give substantial sums. Advance pledges are 
the backbone of the campaign. 

9. Employ professional fund-raising counsel and follow 
their recommendations. 

10. Don’t underestimate the power of positive thinking. 
If you think you can succeed, you will. 
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Direct, inside information right from the “‘floor” 
or wherever and whenever things are happening, 
plus diligent personal service, is why our many 
correspondent banker friends use City National 
as their eyes and ears in Chicago. 

Big enough to handle a// correspondent bank- 
ing service... buy and sell... portfolio advice 


Member 
Federal Deposit 

Insurance 
Corporation 






Merch, 1960 


. Your eyes and ears in Chicago... 


...transferal of funds...clearings... transit 
service around the clock. Small enough to pro- 
vide the personal attention each job needs. You 
always deal with an officer at City National. 

Whenever you need diligent eyes and ears in 
or from Chicago, call on City National. We'd like 
to do business with you. 


AND TRUST COMPANY OF CHICAGO 


208 South La Salle Street « FRanklin 2-7400 





© City National Bank and Trust Company of Chicago, 1960 
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New! Hammermill Sentry Safety 


shouts ‘STOP ’on both sides! 


New Hammermill Sentry Safety provides a 
warning signal on the endorsement side as 
well as on the face of the check. And you don’t 
have to put in a special order to get this double 
protection. You get it every time you order your 
checks printed on Hammermill Sentry Safety. 

All it takes is a drop of ink eradicator to 


bring out the words STOP + STOP + STOP on 
either side of Hammermill Sentry Safety. No 
would-be check raiser would ignore this warn- 
ing. Ask your check printer for samples of 
new Hammermill Sentry Safety in seven stock 
colors and white. Or write Hammermill Paper 
Company, 1503 East Lake Road, Erie, Pa. 


HAMMERMILL FSENTRY SAFETY 
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A natural hazard poses a threat to Mr. Clutchbill’s 
plans, in a test of champion check beaters 


As he came to the side window the check bearer hurriedly shoved in his fish pole and nudged the cashier 


KAGE AGAINST OVERDRAPTS 


ITH the crab apple trees in 
full feather in northern New 
England, Director Clutchbill of 
the Ferndale National knew it was 
time for his annual trip to Wrynose 
village. The bank had one checking 
account there which Mr. Clutchbill 
had held by main strength for eleven 
years, not knowing when he would 
need it for trading purposes should 
President Yokum of the local bank 
in Wrynose succeed in getting one in 
Ferndale village. Both gentlemen 
were fully aware of the awful adver- 
tising the Ferndale National’s checks 
made in Wrynose and when they 
chanced to meet, they spoke not as 
personal admirers speak to each 
other. 
Wrynose is not an easy place to get 
to from Ferndale. There is a change 
of cars to be made at a halfway point. 
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A single car and small engine, pant- 
ing hard on its hands and knees, 
makes the last lap of the troublesome 
trip. But Director Clutchbill had de- 
cided on a certain day to call on the 
foreign customer, leave his annual 
box of twenty-five cigars and come 
home as from a funeral. 

At the junction he made the change 
and sat down to enjoy himself as 
much as possible when who should 
come down the car aisle to him but 
President Yokum of the Locust Trust 
Company. The president of the rival 
institution had been down to market; 


By 
FRED COPELAND 


Illustrated by Chas. Herzog III 


that is to say, to Boston to get his 
gills varnished and to take on city 
adjustments. His eye when it caught 
sight of Mr. Clutchbill instantly 
showed a steely glint, but a veil of 
diplomacy mercifully lowered the lids. 

Director Clutchbill knew exactly 
that his rival had caught him in the 
act of entering hostile territory, but 
he sat tight on his red plush cinder- 
sprinkled cushion and put out signs 
of brotherly love—well harnessed, 
however. 

The portly president of the Locust 
Trust sat down opposite Mr. Clutch- 
bill, tenderly removed a new straw 
hat from his perspiring forehead, 
and spoke. 

“Getting any new spring over- 
drafts over in your bank, Mr. Clutch- 
bill?” 

See RACE AGAINST OVERDRAFTS—Page 92 
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In Washington, D.C., we've known just 
about everybody. --among them was the 
great Grover Cleveland, the only Presi- 
dent of the United States to be elected 
for two non-consecutive terms, 1885- 


1889 and 1893-1897. 


President Cleveland was a Riggs customer 
during both of his administrations, and 
his signature from a letter written to 
Riggs & Company on January 4, 1889 


is reproduced -above. 


He is remembered particularly for his sup- 
port of the Civil Service Act and his ef- 
forts to reduce patronage in government 
appointments in favor of the career or 
merit system. One of his best expressions 
was “A public office is a public trust.” 


Even as Grover Cleveland expressed a 
keen and lasting interest in the welfare 
of government employees, so, too, has 
The Riggs Bank, over the years, had a 
special interest in serving, to the limit 
of its capacities, the many loyal govern- 
ment employees, both in this area and 
abroad, along with our many other in- 
dividual and business clients. 


The RIGGS 


NATIONAL BANK 


of WASHINGTON, D.C. 


FOUNDED 1836 * LARGEST BANK IN THE NATION'S CAPITAL 


Member Federal Deposit Insurance Corporation 


Member Federal Reserve System 


Bronze statue by Bryant Baker before the City 
Hall in Buffalo, N. Y., where Cleveland served 


as mayor. 


"A public office 


is a public trust” 


Pista. Colne 












Ollie Atkins 


Burroughs Clearing House 


























WASHINGTON VIEWPOINT 








Bank Merger Bill 
Likely to Pass 


In one form or another, it seems 
safe to predict enactment of Con- 
gressional legislation bringing the 
merger of banks under a uniform 
form of control. Just what form this 
will take may be two or three months 
in the deciding, but there is a sense 
of resolution in Congress that, poli- 
tics aside, some positive action is im- 
perative. 

In mid-February the House Bank- 
ing Subcommittee No. 2, headed by 
veteran legislator Paul Brown of 
Georgia, held extensive hearings on 
the Senate-passed bill, which as- 





Prelude to merger hearing 


signed to the Federal bank super- 
visory agencies the power and re- 
sponsibility to regulate bank mer- 
gers. The objective was to cover all 
angles and to make a record of legis- 
lative history capable of withstanding 
future court tests. 

An accompanying view taken be- 
fore a hearing began shows (left to 
right) the president of the Amer- 
ican Bankers Association, John W. 
Remington; the chairman of the 
Federal Deposit Insurance Corpora- 
tion, Jesse P. Wolcott; Representa- 
tive Clarence E. Kilburn of New 
York; Representative William A. 
Barrett of Pennsylvania; and Repre- 
sentative Paul Brown. 

In essence, the hearings constituted 
a constructive exchange of views 
among legislators and practitioners 
of banking law. Partisanship was al- 
most totally absent. The Subcommit- 
tee members provided to the partici- 
pating witnesses, the press, and the 
public audience an unusual spirit of 
quest for basics and a devotion to 
objectivity. 

In this matter, the main issue be- 
fore the House committee was the 
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By JOHN DONOGHUE 
Washington Correspondent 


question whether the final approval of 
a bank merger should be hinged on 
the attitude of the Department of 
Justice on grounds of monopoly or 
lessening of competition. For years 
the Department of Justice has fought 
for the power to investigate and in- 
tervene into bank merger proposals 
and, in fact, judge them on grounds 
of their effect on competition. 

The bank merger bill passed by the 
Senate was amended on the floor to 
require the supervisory agency to 
obtain the views of the Department 
of Justice as to a bank merger’s effect 
on competition. An escape clause 
would permit the banking agency to 
decide that other “banking consider- 
ations” would outweigh the views of 
the Anti-trust Division. 

All of this provoked the Comp- 
troller of the Currency, Ray M. 
Gidney, to remark that the Depart- 
ment of Justice now seeks to become 
a “fourth bank supervisory author- 


ity” and ultimately to take over the 
whole show. 

When Federal Reserve Board 
Chairman William McC. Martin and 
FDIC Chairman Wolcott took the 
witness chair, there were some vari- 
ances from the views expressed by 
Mr. Gidney, though not in any way 
fundamental. 

It appears that there is a compul- 
sive force behind the bank merger 
bill, just as unforeseen forces joined 
to propel into law the bank holding 
company bill. 


e * > 


Long-Term Bond Rate 


Secretary of the Treasury Robert 
B. Anderson is not given to shooting 
from the hip; if he has to shoot at 
all, he prefers to take careful aim and 
waste no cartridges. 

This was manifestly proved during 
the debate between the Treasury and 
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* OF DETROIT * 


The officers of our Correspondent Banking Division 
are in close touch with Michigan markets—are prepared 
to give alert, on-the-ground cooperation at all times. 
Whatever the transaction—usual or unusual—you are 
invited to use the correspondent banking facilities of 
this Bank. When speed is necessary, call MNB at 
WOodward 5-4000 in Detroit for prompt attention. 


MANUFACTURERS NATIONAL BANK 


DETROIT + DEARBORN + HIGHLAND PARK 
GROSSE POINTE WOODS «+ MELVINDALE 
REDFORD * ROMULUS * 
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FARMINGTON TWP. 
PLEASANT RIDGE 
WARREN 


Member Federal Deposit Insurance Corporation 
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Electronics 
brings everybody 
closer together 


...and commercial banks 
help the whole industry 
serve us better 


In television receivers and aircraft radar. In 
long-distance phone lines, automatic com- 
puters and missiles. In a thousand devices, 
massive and minute, electronics helps erase 
time and space and brings all men closer 
together. 


And commercial banks play a leading part 
in electronics’ spectacular progress. 


Bank loans help manufacturers stock raw 
materials and pay for the precision machines 
that convert them into finished products. 
Bank loans help electronics companies ex- 
pand and keep up with progress. And in the 
consumer market, banks frequently supply 
money to help neighborhood dealers stock 
everything from miniature radios to console 
organs. 


As the leading lender to American indus- 
try, The Chase Manhattan Bank is proud 
that commercial banks contribute money, 
credit, financial services and advice to the 
growth and vitality of electronics. 


THE 
CHASE 
MANHATTAN 
BANK 


CHARTERED IN 1799 
Head Office: New York 15, N. Y. 


Member Federal Deposit Insurance Corporation 











the House Ways and Means Commit- 
tee over the elimination of the 444 
per cent ceiling on Treasury bonds 
having a maturity of more than five 
years. Congressional critics of the 
prevailing level of interest rates have 
sought to persuade, cajole or taunt 
the Treasury chief into accepting 
some sort of compromise, just a mini- 
mal admission that the Government 
does have a proper role in the deter- 
mining the hire price of money. 

Various devices were proposed dur- 
ing the committee’s conferences with 
Mr. Anderson and his aides, but none 
prevailed. The one with the greatest 
potential was the idea of letting the 
ceiling go up, or out, while making 
the bonds callable after a few years 
of their maturity had elapsed. This, 
in the view of some committee mem- 
bers, would permit the Treasury to 
extricate itself from the position of 
having to pay high rates over a long 
period, during which the interest 
level might well take a deep and sus- 
tained reduction. 

But in Mr. Anderson’s view, the 
Treasury’s experience with callable 
bonds has not been wholly satisfac- 
tory. One objection, of course, is that 
when the Treasury reserves the right 
to buy its way out of a contract with 
an investor, the investor will natu- 





rally be a little more wary, and there- 
fore charge a higher price for 
joining in the contract, in the first 
instance. So, the Secretary contends, 
the call feature would not tend to 
lower interest rates, but would more 
likely drive them higher. 

These contentions and disputes 
have the fascinating quality of ap- 
pearing to rest on high intellectual 
perches. To a Washington reporter, 
who has watched these goings-on for 
many years, the quest for intellectual 
backing to sustain a purely political 
argument, particularly in leap year, 
has compulsive charm. 
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Comptroller Decision 
On Disclosure Tested 


The United States Court of Ap- 
peals in Washington is facing the 
question whether the Comptroller of 
the Currency is required to give no- 
tice of his intention to approve a 
national bank branch application. The 
issue has been raised in the case of 
the Commercial State Bank of Rose- 
ville, Michigan, which contends that 
it has a right to be informed of a 
pending national bank branch ap- 
proval in its trade area so that it 
may take legal action to protect its 
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ACME VISIBLE 
Safety Deposit Records speed 
both service and billing. 


Customers need never stand 
around waiting for access to 
safety deposit boxes when 
Acme Visible Records are on 
the job. In seconds, you can 
verify signature .. . locate 
box number... note vault 
entry. Contract, signature, 
entry record and ledger 
cards are all kept together. 
Colored signals flag your 
eye at billing time. Send 
coupon for free booklet. 
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rights under the State branch bank- 
ing laws. 

The Manufacturers National Bank 
of Detroit has sought to establish a 
branch across the street from the 
corporate limits of Roseville. The 
Roseville bank brought suit against 
the Comptroller and obtained an in- 
junction, on the ground that the pro- 
posed branch would not be permis- 
sible under State branch banking 
laws. 

The Roseville bank’s position is 
that the Comptroller of the Currency 
does have the right to interpret 
Michigan State law in making his 
decision, but the competing State 
banks should have some recourse in 
the way of appeal or review. 

Fundamentally, the question lies 
on a matter of public information. 
Should the Comptroller let the public 
know of pending branch deals—or 
mergers? The Comptroller’s anwer 
is clear: “It is not the policy of this 
office to make advance announcements 
of actions which it proposes to take. 
Consequently we cannot accede to 
the request of your clients that they 
should be notified in advance of the 
action which we take on this applica- 
tion.” 
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Independents Win 
Fiseal Advisory Right 


The month of February brought 
out two new revelations of the nim- 
ble leadership which Ben DuBois 
and Harry J. Harding contribute to 
the Independent Bankers’ movement 
in the United States. These two dedi- 
cated partners in the direction of the 
Independents’ strategy usually ap- 
pear at their Washington check-in 
points unannounced, and they invari- 
ably appear for a valid reason. 

Ben DuBois, secretary of the In- 
dependent Bankers Association over 
a period longer than most bankers’ 
memories run, and Harry J. Harding, 
honorary president of the Twelfth 
Federal Reserve District group, have 
been pretty active this year, and the 
results are showing up. 

This year, Ben and Harry have 
tried out some new angles. One took 
hold, another goes down as a worthy 
effort, and more is certainly to be 
expected. 

The touchdown was scored through 
an agreement with the Treasury De- 


| partment by which the Independents 


will be represented by their own 
“Committee on Government Fiscal 
Policy” on a par with the fiscal policy 
delegations which consult with the 
Treasury in the name of the com- 
mercial banking industry, savings, 
and investment banking, in prepara- 
tion for Treasury financing decisions. 
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The Independent leaders contended 
that many of the smaller banks which 
they represent are not too happy 
with the views expressed by the Gov- 
ernment Borrowing Committee of the 
American Bankers Association. Their 
complaint is that the A.B.A. commit- 
tee takes a “Wall Street” point of 
view, with less than enough consid- 
eration for the interest of grass-roots 
banking. 

The equal-status deal for the I.B.A. 
was worked out with Treasury Un- 
dersecretary Julian B. Baird by the 
team of Harry and Ben, with the aid 
of O. K. Johnson, president of the 
I.B.A. and president of the Whitefish 
Bay State Bank of Whitefish Bay, 
Wisconsin. 

The worthy effort which didn’t 
quite take hold was the idea of form- 
ing a top-level council of banking 
authorities to pass on bank mergers. 
This body would include representa- 
tion from the Federal Reserve, the 
F.D.1.C., the Comptroller of the Cur- 
rency, the Department of Justice— 
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COPYING MACHINES 


cut operating expenses 
with 4-seCcond copies 


Much typing in your bank is straight copying. Typists 
spend hours just transcribing from such records as loan 
applications, trust agreements, mortgages and con- 


tracts. And, extra time is needed for proofreading and _ 


error correction. But in modern banking procedures 
this tedious, costly work is handled by ‘‘Thermo-Fax”’ 
Copying Machines—modern office equipment that copies 
directly from an original in just 4 seconds. To learn the 
many economies all-electric ‘‘Thermo-Fax’’ Copying 
Machines offer, you’ll want a demonstration right at the 
bank—with your own procedures. Simply call your local 
dealer, or mail the coupon now. 


Only “Thermo-Fax" Copying Machines 
do so many jobs...80 quickly, 
so easily, for such low cost! 


and the Independent Bankers. During 
questioning of bankers and Govern- 
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ment officials at the hearings on bank 
merger legislation, Rep. William A. 
Barrett, Democrat of Pennsylvania, 
threw questions at a series of wit- 
nesses, Government and public, look- 
ing for support of the plan to set up 
such a body. It didn’t jell. 

One of the reasons was a matter 
of definition: If it is to be put into 
law or executive order that one of 
the persons sitting in on a Treasury 
pre-financing conference must be an 
“independent” banker, who is it that 
will determine whether a nominated 
banker is independent or not? 
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World Bank Bonds 
Oversubseribed 


In its first offering of securities 
in the United States since October 
1958, the International Bank for Re- 
construction and Development suc- 
cessfully floated a $125-million issue 
of 25-year 5 percent bonds due Feb. 
15, 1985. 

Under the management of Morgan 
Stanley & Co. and the First Boston 
Corp., a syndicate of banks and un- 
derwriters oversubscribed the issue 
on the first day of bidding. 

The bonds are non-callable for the 
first 10 years, and will have a sink- 
ing fund beginning Aug. 15, 1970. 
As in recent issues, the bank, in ad- 
dition to offering bonds for regular 
delivery, extended to certain institu- 
tional purchasers the privilege of 
making delayed payment, giving 
them the selection of specified quar- 
terly delivery dates through Feb. 15, 
1962. 
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The right kind of correspondent banking 

is like your telephone service. 

It gives you maximum service at minimum cost — 

and you can’t get along without it. 

You call on the Philadelphia area’s broadest background 
of correspondent experience and helpfulness 

when you call 


THE PHILADELPHIA NATIONAL BANK 


ORGANIZED 1803. Member Federal Deposit Insurance Corporation 
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WILLIAM E. PETERSEN 


In top posts at Irving Trust Company, New York City 


Elections to major offices of the 
Irving Trust Company, New York 
City, place George A. Murphy as 
chairman of the board, and William 
E. Petersen as president. Mr. Murphy 
succeeds Richard H. West who has 
retired. The new chairman has served 
as president for the past three years 
and becomes the bank’s chief execu- 
tive officer after serving with the 
bank since 1931. 

Mr. Petersen, formerly senior vice- 
president, becomes top administrative 
officer. He has been with the bank for 
32 years. 

e 


Four men have been named senior 
vice-presidents at the First National 
Exchange Bank, Roanoke, Virginia. 
They are Byron A. Hicks, C. P. Ken- 
nett, George T. Ellis, and Stuart P. 
Miller. New vice-presidents are Madi- 
son T. McKee, Jr., Frederick T. 
Bromm and John B. Cocke, Jr. 


5 


President and chief executive offi- 
cer is the new title for John C. Biggins 
at The Franklin Trust Company, 
Paterson, New Jersey. Harold R. 
Clark has been elected chairman. 


* 


In major changes at the Security 
Trust Company, Rochester, New 
York, J. Wallace Ely has been elected 
president, succeeding Bernard E, Fi- 
nucane who has been elevated to 
chairman. ; 

+ 


Major management changes at the 
Bank of Douglas, Phoenix, Arizona, 
place W. R. Montgomery as chair- 
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man, Lloyd A. Bimson as executive 
vice-president, and G. Clarke Bean 
and Francis O. Thalheimer as senior 
vice-presidents. 

. 


Richard B. Menius has been named 
head of the correspondent bank divi- 
sion, and William E. Singletary has 
been made director of public relations 
in changes at the Wachovia Bank 
and Trust Company, Winston-Salem, 
North Carolina. Mr. Singletary suc- 
ceeds William H. Neal who has been 
named assistant to the Secretary of 
the Treasury and national director of 
the Savings Bond Division of the 
Treasury department. 


a 


Top executive changes at the Idaho 
First National Bank, Boise, have 
placed John A. Schoonover as chair- 
man, William E. Irvin as president, 
and Thomas C. Frye as executive 





vice-president. Mr. Schoonover, who 
will continue as chief executive offi- 
cer, has been president of the bank 
since 1939. Mr. Irvin joined the bank 
in 1936 and has been serving as execu- 
tive vice-president since 1955. 


° 


In promotions at the First Western 
Bank and Trust Company, San Fran- 
cisco, Raeburn F. Hay, Franklin A. 
McWilliam, H. R. Miller and Richard 
R. Reidler have been named vice- 
presidents. 


+ 


Wallis B. Dunckel has been elected 
president and director of the Bankers 
Trust Company, New York City, suc- 
ceeding Alex H. Ardrey who has 
been elected vice-chairman of the 
board, Mr. Dunckel has been with the 
bank since 1923 and has served as 
senior vice-president since October of 
last vear. Mr. Ardrey, who has been 
president since 1956, has served with 
Bankers Trust since 1930. 

John H. Millikin has been elected 
senior vice-president of the Bankers 
Trust Company. A member of the 
bank’s senior management team, Mr. 
Millikin joined the bank in 1933. He 
was named an officer of the bank in 
1942, an assistant vice-president two 
years later, and since 1947 has held 
the title of vice-president. 


. 


Fred E. Lybrand, Terrell O. Tay- 
lor and William T. Mann have been 
elected senior vice-presidents at the 
Texas National Bank, Houston. 


. 


In its new management team, First 
National Bank of Dallas has both 
youth and veteran banking experi- 
ence. Ben H. Wooten, the bank’s new 


New management team at Idaho First National Bank 
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BEN H. WOOTEN 


Youth plus banking experience for large Dallas bank 


chairman, has been president of the 
bank for the past 10 years and is a 
familiar figure in banking circles 
throughout the country. An active 
civic leader in Dallas, Mr. Wooten 
has long been a supporter of the 
American Bankers Association and 
now heads its National Bank Division. 
Robert H. Stewart, III, becomes 
president of the institution at the age 
of 34. A third generation Dallas bank- 
er, he joined First National in 1951. 
A third major promotion placed 


W. Dewey Presley as senior vice- 
president. In a later appointment, 
Chester Albritton was named head of 
the correspondent bank department. 


e 


A complete reorganization has been 
made in the commercial banking divi- 
sions of The First National Bank of 
Atlanta, Georgia. All new business 
and commercial lending activities in 
Greater Atlanta will be under the 
Metropolitan Atlanta division, head- 
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ed by Frank T. Davis, senior vice- 
president. 

Ben S. Barnes, Jr., vice-president, 
was named to head the main office 
commercial activities. 

Virgil D. Jones, vice-president, was 
named to head the new Southeastern 
division. Church Yearley and Arthur 
C. Baxter, vice-presidents, will be in 
charge of the new Eastern and West- 
ern divisions respectively. Executive 
Vice-President Herman Jones, Jr., 
will also serve as senior credit policy 
officer. 

* 


The Hanover Bank, New York 
City, has elected four vice-presidents. 
They are Thomas H. Bennett, Bar- 
rett W. Stevens, Stuart McCarty, and 
Donald R. Spaidal. 


° 


Vice - President W. Boardman 
Jones, Jr., has been elected chief ex- 
ecutive officer of the trust department 
at the Mercantile Trust Company, St. 
Louis. 

. 


New vice-presidents at the Bank of 
America, San Francisco, are Herbert 
W. Swenson and Armando J. Zirpoli. 


4 


Five new vice-presidents at the Na- 
tional Bank of Commerce, Norfolk, 
Virginia, are M. H. Bell, John L. Gib- 
son, II, Earl V. Slattum, J. S. Stanley, 
and D. J. Sweeney. 


° 


J. W. Beasley, Jr., succeeds his 
father, J. W. Beasley, as president of 
the Guaranty Bank and Trust Com- 
pany, Alexandria, Louisiana. The el- 
der officer has been named chairman 
and executive officer. In _ other 
changes, Frank T. Brame was named 
chairman of the executive committee, 
William J. Hamlin was promoted to 
senior vice-president, Louis J. Knight 
was elected vice-president, and Vice- 
President J. E. Daniels was also made 
cashier. 

° 


Vice-president is the new title for 
Gorman S. Donegan at the Riggs Na- 
tional Bank, Washington, D.C. 


4 


New comptroller of the Society Na- 
tional Bank of Cleveland is G. Earl 
Nipple. 


° 


Carlton Ruland has been promoted 
to vice-president and auditor at the 
Marine Midland Trust Company of 
Central New York, Syracuse, New 
York. 

e 

Vice-president titles have gone to 

Malcolm G. Pfunder, Henry Doerr, 
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III, and Thomas R. Conners at the 
Northwestern National Bank, Minne- 
apolis. 

a 


Vice-president and secretary is the 
new title for Robert Snow at the 
American Trust Company, New York 
City. 

7 

J. Delafield DuBois has been elect- 
ed senior  vice- 
president at the 
Morgan Guaranty 
Trust Company, 
New York City. 
Mr. DuBois, who 
heads the interna- 
tional banking di- 
vision, joined J. 
P. Morgan & Co. 
Incorporated in 
1946. He was 
elected secretary 
of the company that year and became 
vice-president and secretary in 1950. 





J. D. DuBOIS 


2 


The new office of executive vice- 
president at the Cleveland (Ohio) 
Trust Company has been filled by 
George F. Karch. 


a4 


E. Horace Ogletree, J. Leland 
Phillips and William A. White have 


been named vice-presidents at the 
Fulton National Bank, Atlanta, 
Georgia. 

* 


New vice-president at the National 
Bank of Alaska, Anchorage, is Don- 
ald L. Mellish. 


. 


Dan H. Sebastian has been elected 
vice-president at the Denver (Colo- 
rado) United States National Bank. 


+ 


Caspar Drueding becomes honor- 
ary chairman, Elmer S. Carll becomes 
chairman, and Samuel Weinrott be- 
comes president in changes at the In- 
dustrial Trust Company, Philadel- 
phia. In other moves, William A. 
Schnader was named chairman of the 
executive committee, James R. Trim- 
ble has been promoted to senior vice- 
president, and Samuel McClurken 
and Charles H. Everly have been ap- 
pointed vice-presidents. 


* 


Vice-president is the new title for 
Frederick Gidge at the Manufactur- 
ers Trust Company, New York City. 

sd 


Assistant Secretary Vernon 
Schwaegerle has assumed the respon- 
sibilities previously held by Preston 
E. Reed, executive vice-president of 
the Financial Public Relations Asso- 
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in Utah, 
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Wyoming 
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RESOURCES 
Cash on Hand and Due from Banks. $ 97,530,010.57 
U. S. Government Securities.............. 108,120,766.31 
State, County and Municipal Bonds.. 48,291,244.83 
Other Bonds and Securities............... 3,211,545.98 
Total Cash and Securities...... 257,153,567.69 
Loans and Discounts..................------- 232,689,279.09 
Loans Federally Insured 
or Guaranteed.......................... 54,830,123.65 
Banking Houses............................-.-- 3,081,914.19 
Stock in Bank Building Company..... 6,000,000.00 
Furniture and Fixtures...................... 1,600,456.45 
Stock in Federal Reserve Bank.......... 810,000.00 
Other Resources...........................-.... 1,296,133.11 
Total Resources...............----- $557,461,474.18 
LIABILITIES 
RR atin $ 12,875,000.00 
SRR Se Re Ee 14,875,000.00 
Undivided Profits and Reserves........ 5,792,288.78 
33,542,288.78 
Loan Reserve Under Authority 
U. S. Treas. Mim. No. 6209..... 5,065,629.33 
Government and Public Fund 
CN Re ee 69,736,990.87 
Demand Deposits..........................---. 252,354,246.47 
pot” Ed RR oe 189,224,084.98 
Total Deposits....................... 511,315,322.32 
Unearned Discount................00.......-- 5,715,123.91 
Reserve for Taxes, Interest, Etc......... 574,466.20 
Other Liabilities................................ 1,248,643.64 
Total Liabilities... $557,461,474.18 





(Included are Inter-Bank Deposits Totaling $1,467,470.80) 
Members Federal Deposit insurance Corporation 
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for banks of all sizes 








TO AUTOMATE BANK BOOKKEEPING .. . 


with advanced electro-mechanical techniques 


The equipment: Our F-5212 Dual Printing Bank Bookkeeping Machine—the 
first and only fully automatic electro-mechanical bookkeeper with dual printing. 
The results: Sharply increased volume through faster printing time, through 
the machine’s automatic operation, and through a 334% reduction of the 
posting cycle. Greater versatility through an increase of up to 100% in the 
machine’s programming capacity. Investment protection: Burroughs liberal 

lease terms and guaranteed trade-in allowances that permit economical 
Send for Fact-Filled Brochure 


on Burroughs Dual Printing Progressive automation to any level you wish. 
Bank Bookkeeping Machine. 























56 Burroughs Clearing House . 








BURROUGHS CORPORATION SHOWS THE WAY 


... With advanced electronic techniques 


The equipment: Our F-4232 Dual Printing Electronic Bank Bookkeeping aiings 
Machine with optional Automatic Reader—banking’s most comprehensive 
electronic bookkeeper, proved in bank after bank. The results: Electronic 
automation of the posting job from form alignment, account verification and 
balance pickup to complete proof of posting accuracy. Also, fast balance 
transfer and automatic trial balance via the Automatic Reader. Investment 




















protection: Burroughs liberal lease terms and guaranteed trade-in allowances —- 
that permit economical progressive automation to any level you wish. a seamatheameie Bask 


Burroughs—TM Bookkeeping Machine. 


Burroughs Corporation 


“NEW DIMENSIONS /{ in electronics and data processing systems” 
Detroit 32, Michigan 
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ciation, Chicago. Mr. Reed has been 
granted a leave of absence until his 
retirement later this year. 


« 


The Crocker-Anglo National Bank, 
San Francisco, has.advanced Almon 
B. McCallum, Richard M. King and 
Philip G. Markwart to vice-presi- 
dents. 


e 


M. Monroe Kimbrel, executive 
vice-president, First National Bank, 
Thompson, Georgia, has withdrawn 
his name as a candidate for vice-presi- 
dent of the American Bankers Asso- 
ciation for 1961, but there appears a 





strong possibility that Mr. Kimbrel 
will again be pressed to become a 
candidate at the 1961 convention. 


® 


Vice-president in charge of the per- 
sonal loan division of the Universal 
C.1.T. Credit Corporation, New York 
City, is the new title for Harry W. 
Gibson. 


* 


Allen B. Morgan and Charles H. 
Parks have been elected executive 
vice-presidents at the Seattle-First 
National Bank. John A. Lane was 
named vice-president. Mr. Morgan, a 
senior lending officer, is also in 

















planning a move to Canada? 


. .. then be sure your first move is to contact Imperial Bank 
of Canada. Imperial Bank, with branches coast to coast 
in Canada, has full information on the latest developments 
and opportunities in Canadian business. 


Imperial Bank is ready to help you with the information 
you require. Write for the highly informative, 16-page 
Imperial Bank Booklet, “Business Opportunity in Canada.” 


IMPERIAL BANK 
OF CANADA 


Head Office, TORONTO 1, CANADA 
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C. H. PARKS 


A. B. MORGAN 


Seattle-First National execs 


charge of public relations. Mr. Parks 
is manager of the Spokane and East- 
ern branch of the bank. 

. 


At The National City Bank, Cleve- 
land, Thomas E. Clarke, Gordon E. 
Heffern and Don S. Helwick have 
been named vice-presidents. 

+4 


Donald B. Lewis has been elected 
vice-president of The First National 
Bank, Miami, Florida. 


¢ 


Named _ vice-president of The 
Northern Trust Company, Chicago, 
was Donald L. Thomas. 

& 


Clyde F. Gay has been elected ex- 
ecutive vice-president, and J. Edwin 
Matz has been named vice-president 
at the John Hancock Mutual Life In- 
surance Company, Boston. 

& 


Vice-president is the new title for 
David Macon at the First National 
Bank & Trust Company, Macon, 
Georgia. 

o 


Edson A. Oberlin, Jr., advances to 
chairman, and Gilbert Neal becomes 
president in changes at The Firestone 
Bank, Akron, Ohio. 


° 


In promotions at the Fort Wayne 
(Indiana) National Bank, Russell M. 
Daane becomes senior vice-president, 
Paul E. Shaffer becomes vice-presi- 
dent, and William V. Sowers has been 
named vice-president and trust officer. 

o 

Henry W. Wickenhiser has joined 
the United States Trust Company, 
New York City, as vice-president. 

~ 

Two new vice-presidents at the 

Trust Company of New Jersey, Jer- 


sey City, are William G. Klemt and 
William J. Hunt. 


° 


At the Valley Bank and Trust 
Company, Des Moines, Iowa, Win- 
field W. Scott has retired as president, 
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and has been succeeded by Neal A. 
Sands. Edward P. Kautzky has been 


named executive vice-president. 
+ 


Senior vice-president is the new 
title for Joseph G. Porter at the La 
Salle National Bank, Chicago. 


+ 


Joseph T. Sandleitner has been ap- 
pointed vice-president at the Federa- 
tion Bank and Trust Company, New 
York City. 


° 


The Fidelity Union Trust Compa- 
ny, Newark, New Jersey, has elected 





J.S. BACHELLER E. SCHICKHAUS 


In Newark bank promotions 


John S. Bacheller and Edward 
Schickhaus senior vice - presidents, 
and Lawrence T. Johnson vice-presi- 
dent. Mr. Bacheller is head of the 
trust department and Mr. Schickhaus 
is in charge of the bank’s securities 
portfolio. 
a 


W. G. Kirkwood, K. P. Lincoln, Jr., 
and W. H. Quayle have been named 
vice-presidents at the Central Na- 
tional Bank, Cleveland, Ohio. 


e 


The National Bank of Commerce, 
Houston, has appointed Merrill V. 
Gregory vice-president. 

* 


Harry L. Hoffmann and Thomas 
W. Owen have been advanced to vice- 
presidents at the National Bank of 
Washington, Tacoma. 


7 


New vice-president at the First 
National Bank, Mobile, Alabama, is 
James C. Andress. 


+ 


Three vice-presidents have been 
appointed at The Florida National 
Bank, Jacksonville. They are W. R. 
Humphries, Jr., F. T. Kirchhoff and 
Rudolph Hardee. 


* 


Four senior vice-presidents have 
been elected at the Pittsburgh Na- 
tional Bank. They are Robert W. 
Bruce, Jr., head of the loan division; 
Malcolm E. Lambing, head of the 
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I don’t mean a genie from a magic bottle, nor that stuff 

you pour from not-so-magic bottles. I mean Christmas spirit 
—which can be mighty helpful. With the aid of my 
Christmas Clubs, many financial institutions have translated 
this spirit into solid business for themselves. Here’s how! 


My Christmas Clubs bring people in. They discover 

other services and become regular customers. Many deposit 
part or all their Christmas money in savings accounts. 
And you just can’t find better goodwill builders. 


Get the most from this spirit with Rand M¢Nally’s Club. With 
their complete service ... their beautifully-made and 
carefully-printed materials... your Club is bound to be 
successful and keep growing. 


For samples and full 
information, drop a line to: 
Rand MCNally & Company, 
Christmas Club Division, 

405 Park Avenue, New York 22, 
Box 7600, Chicago 80. 
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ABBOTT 


SORTER COUNTER 


The finest sorter counter on the market to- 
day, not a re-styled machine, but completely 
new and completely tested. It requires only 
15” x 13” of counter space. 


FAST AND EFFICIENT—Counts and sorts over 400 
coins a minute. Positive pickup, heavy duty motor. 


EASY TO OPERATE—One control clears the regis- 
ters and activates the machine. 


EASY TO SERVICE—50% less counting mechanism 
parts, insures easy inspection and positive ad- 
justment. 





ABBOTT PAYER 


This streamlined, economical payer, which 
sells at $100.00 less than comparable units, 
is fully guaranteed, available with roll out 
chute bank or payroll attachments, and with 
right or left hand delivery. Available also as 
changer. 


ABBOTT COIN COUNTER CO., INC. 


Riverdale Ave., Greenwich, Connecticut 
Jefferson 1-7900 

















J. E. WILSON 


R. BRUCE, JR. 








W. MURTLAND M. E. LAMBING 


Pittsburgh National promotes department heads 


planning and development division; 
Wilfrid Murtland, head of the cus- 
tomer relations division; and J. Ed- 
win Wilson, head of the operations 
division. 

a 


The Houston (Texas) Bank & 
Trust Company has named M. Wad- 
dell Moursund vice-president. 


e 


New cashier at the Bank of the 
Commonwealth, Detroit, is Victor A. 
Fowles. 

+ 


In a reorganization of divisions in 
the metropolitan department at Chase 
Manhattan, four recently appointed 
senior vice-presidents were named to 
head the various units. John L. Taylor 
will head group 1, George A. Roeder, 
Jr., will head group 2, John D. Revene 
will be in charge of group 3. J. Stewart 
Baker, Jr., will be in charge of eight 
New York City Branches as well as all 
branches in Queens, Brooklyn, Staten 
Island, the Bronx and Washington 
Heights. Louis C. Holl, vice-president, 
will head group 4. 

> 


Richard M. Thomason 


has been 


named director of advertising for 
Security First National Bank, Los 
Angeles. 

+. 


A. Berl Campbell has been named 
to head the business development of 
the First National Bank of Arizona, 
Phoenix. He was also made assistant 
vice-president. 

. 


Carl B. Lundquist becomes execu- 
tive vice-president, and Alexander J. 
Foley becomes vice-president in pro- 
motions at the Eastern National Bank 
of Long Island, Smithtown, New 
York. 


_ 


The new 50-year-old president of 
Chicago’s First National Bank places 
emphasis on two main areas in his 
philosophy of modern day banking. 
First, Gaylord A. Freeman, Jr., urges 
the nation’s banks to make credit 
more available to the average family 





by engaging more actively in mort- 
gage and consumer lending, and. 
second, he would like to see banks pay 
more attention to the development of 
Savings accounts. 

“More and more, bank management 
is in the hands of men who have 
grown up in the new economy,” Mr. 
Freeman states. “Now the principal 
customer for economic goods is the 
average American. Bankers see that. 
to serve at all, they must serve a mass 
market.” Mr. Freeman continues his 
views by saying, “Banking is the most 
highly regulated business in the coun- 
try. A regulated business succeeds or 
fails as that regulation is sympathetic 
or hostile, and the temper of the regu- 
lation is determined by the public.” 


Vice-president and comptroller is 
the new title for C. A. Brown at the 


Merchants National Bank, Mobile, 
Alabama. 

o 
The First National Bank, Little 


Rock, Arkansas, has elected Wayne 
Pyeatt vice-president. 


e 


J. W. Caraker has been elected vice- 
president of The Citizens & Southern 
National Bank, Atlanta, Georgia. 


4 


The Continental Bank, Cleveland, 
Ohio, has named Leon Lindheim 
senior vice-president ; Mark S. Conser 
vice-president and cashier, and Robert 
Hexter vice-president. 


+ 


In promotions at the Trenton 
(Michigan) State Bank, D. B. Mordt 
has been named vice-president and 
cashier, and Fred W. Pluskat, Marian 
E. Purdy, Donald A. Bates, and Mar- 
garet DeLaet are now assistant vice- 
presidents. 


Alan W. Bowers has been named 
to the newly created post of execu- 
tive vice-president at the Trenton 
(New Jersey) Trust Company. 

* 


Four senior vice-presidents and 
four vice-presidents have been named 
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fine metal Bank Counter 
Equipment designed for 
fertility —the feature that lets us 


create and develop fine counter equipment 
that will be in harmony with building de- 
signs and interior plans — equipment that 
will reflect the individual and personal 
character of each bank. 







Because of this flexibility, we can adapt 
to your specific requirements, you do not 
need to adapt to ours. 


standard (shown above) ¢ semi-standard e custom 





We wil/ be glad to send you our new catalog of standard equipment, and 


information on our many semi-standard and custom installations. Please write to Dept. B-2, Sy 
WATSON MANUFACTURING COMPANY, Inc., Jamestown, New York 
March, 1960 61 
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Mobile Home Industry 
Breaks Past Records 

According to the Mobile Homes 
Manufacturers Association, mobile 
home-travel trailer production and 
sales substantiates 1959 as an all- 
time record sales year for the in- 
dustry. 

Official figures released by Mar- 
keting Information Associates, 
MHMA’s marketing consulting 
firm, show that a total of 148,600 
units were shipped to dealers dur- 
ing 1959 representing an aggregate 
retail value of $690,842,000. Of 
these units, 114,422 were mobile 
homes, 34,178 travel trailers. 

¢ ¢ ¢ 
Ready for Travel Season 

For thousands of families plan- 
ning a travel trailer vacation some- 
where in scenic America, the 1960- 
61 Travel and Vacation Trailer 
Park Guide has all the answers. 
Published by Mobile Homes Manu- 
facturers Association, the guide is 
available from MHMA’s Chicago 
office, or at mobilehome and travel 
trailer dealers throughout the coun- 
try. It contains a wealth of valu- 
able information including park 
and travel rules, lists of private 
and public trailer parks, rental and 
repair sources, etc, 

¢ ¢ ¢ 
Strategic Dealer Sessions 

Mobilehome Dealers National As- 
sociation’s service schools and sales 
clinics are scheduled at 3 different, 
centralized locations in the coming 
months as a special convenience for 
mobilehome dealers’ personnel 
wishing to attend. These sessions 
are planned to give dealers direct 
assistance and information on both 
sales and service problems. They 
will be held March 17-18 at Green- 
ville, 8.C., April 20-21 at Chicago, 
June 23-24 at Wichita, Kans. and 
on Sept. 13 the MDNA’s “50th 
Anniversary” service school will be 
held in Washington, D.C., with a 
sales clinic on the following day. 

¢* ¢ 
A Sellout Show! 

So much in demand for showing 
is the full-color 27-minute film 
“Alcan Trailer Trek”, produced by 
MHMA, that reservations are al- 
ready running 2 to 5 months 
ahead! It’s the scenic record of two 
travel trailer caravan’s journey to 
Alaska from Los Angeles and 
Chicago. It’s available on request 
from Mobile Homes Mfrs. Assn., 20 
N. Wacker Drive, Chicago. 











News Highlights 
On An Important 
American Industry 
Presented Toward a 
Better Understanding 
of Mobile Home Life. 








A. L. LONG B. C. BALL 








W. R. HOGE W. H. GREENFIELD 


Advanced to senior vice-presidents at Republic National 


at the Republic National Bank, Dal- 
las, Texas. New senior vice-presi- 
dents are Ben C. Ball, William H. 
Greenfield, William R. Hoge, and Al- 
bert L. Long. Wayne E. Dean, Ben 
A. Walker, A. J. Mason and John H. 
McGinnis have been named _ vice- 
presidents. 

In later news from Republic Na- 
tional, C. Norman Ramsey was elected 
vice-president. 

° 


At the Bell Savings and Loan Asso- 
ciation, Chicago, Myron H. Fox has 
been named chairman, Wyman E. 
Warren becomes honorary chairman, 
Harold P. Halleen has been made 
president, and Bide M. Ranson has 
been named senior vice-president. 


5 


John H. Peacock has been named 
executive vice-president at the Coral 
Gables (Florida) National Bank. 


+ 


At the Bank of Dearborn, Michigan, 
Marvin J. Criger has been advanced 
to senior vice-president, Donald G. 
Burnett was promoted to vice-presi- 
dent and auditor, and James G. Wat- 
son was moved to cashier. 


5 


The First National Bank, Hol- 
brook, Arizona, has elected Bing 
Crosby, popular entertainer, chairman. 


° 
Rowland J. McClellan has joined 
the Liberty National Bank and Trust 
Company, Savannah, Georgia, as vice- 
president. Richard E. Loffler also 


Share in new appointments 


R. E. LOFFLER 


R. J. McCLELLAN 





joined the bank at the same time as 
auditor. Both men formerly served 
with the Trust Company of Georgia, 
Atlanta. 

e 


New vice-presidents at the Trust 
Company of Georgia, Atlanta, are 
A. S. McGinty, W. D. Padgett, R. H. 
Phillips, and F. G. Rodgers. 


° 


The newly chartered Pinemont 
State Bank, Houston, Texas, is headed 
by Dudley C. Sharp as chairman, 
Newton Gresham as president, and 
James B. Thomas as executive vice- 
president. 

° 


A new firm of management con- 
sultants that will place. particular em- 
phasis on the banking field has been 
started in Millbrae, California. Joseph 
P. Williams is president, and Loren 
L. Lewis is vice-president and secre- 
tary of Joe Williams & Associates, 
Inc. 

o 


Vice-president John Duncan has 
been named to head the Talcott Leas- 
ing Corporation, New York City, new 
wholly-owned subsidiary of James 
Talcott, Inc. 

bd 


The Little River Bank and Trust 
Company, Miami, Florida, has elected 
Walter W. Asmus vice-president. 


The Citizens State Bank, Dickin- 
son, Texas, has named W. G. Hall, 
Jr., vice-president. 

a 


Senior vice-president and_ chief 
operating officers of the Bound Brook 
(New Jersey) Trust Company now is 
G. Emery Drake. 


* 


The Peoples National Bank, Seat- 
tle, Washington, has named Donald 
Greenfield vice-president. 

7” 


Four of the country’s leading busi- 
nessmen have been named advisers to 
the board of the new Guaranty Bank, 
Phoenix, Arizona. The men are 
Ernest R. Breech, chairman of Ford 
Motor Company; W. A. Patterson, 
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president of United Airlines; Kilgore 
Macfarlane, Jr., president of the 
Buffalo (New York) Savings Bank; 
and Vernon Stouffer, president and 
chairman of the nationwide restaurant 
firm that bears his name. 


* 


Fred R. O’Donnell has been named 
vice-president at the Pullman Trust 
& Savings Bank, Chicago. 


+ 


At the State Bank and Trust Com- 
pany of Wellston, St. Louis, Missouri, 
Philip C. Kopitsky has been elected 
president. In other. promotions, 
Charles W. Sunderman has been ad- 
vanced to vice-president and secre- 
tary, and Peter T. Souris has been 
named vice-president. 


° 


The First National Bank, Har- 
lingen, Texas, has named E, C. Breed- 
love chairman, E. Clinton Breedlove 
president, Evan Hurst vice-chairman, 
and J. B. Brady executive vice-presi- 
dent. 


+ 


Vice-president is the new title for 
Myron A. Kurtz at the Berks County 
Trust Company, Reading, Pennsyl- 
vania. 

* 


John W. Harris has succeeded John 
W. McCullough as chairman at the 
First Hutchings-Sealy National Bank, 
Galveston, Texas. Mr. McCullough 
has retired. 


° 
The City National Bank, Anchor- 
age, Alaska, has promoted Raymond 


R. Stock to vice-president. 
o 


David Berg is now _ chairman, 
George J. Gross is president, and 
Laurence ._Marchini is chairman of 
the executive committee at The 
Gotham Bank, New York City. Wal- 
ter Freund has been elected senior 
vice-president. 

Sd 


Cashier is the new title for John E, 
McGovern at The Sussex Trust Com- 
pany, Laurel, Delaware. 

cm 

The National State Bank of New- 
ark, New Jersey, has named Wilbur 
E. Dunkel vice-president at its Lin- 
coln office. 


+ 


John E. Sullivan has been advanced 
to executive vice-president of the 
District National Bank, Chicago. 


+ 


The American National 
Portsmouth, Virginia, 


Bank, 
has promoted 
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FAST CHECK CLEARING. 


(the fastest in New York State) is yours 
through the Marine Midland family of 
banks. You get the advantage of speedy 
land/air courier service and 24-hour check 
collection operations. 











INFORMATION... 


about local business conditions and profit- 
able opportunities for your customers is 
available to you from any one of the 
Marine Midland banks in 95 communities 
all over New York State. 


11 banks with 171 offices 
serving 95 communities. 


, "New York State's 
ey TULA 
of home-town banks 


The Marine Trust Company of Western New York—Buffalo « The Marine 
Midland Trust Company of New York—New York City * Genesee Valley 
Union Trust Company—Rochester « Marine Midland Trust Company of 
Southern New York—Binghamton-Elmira *« Marine Midland Trust Com- 
pany of Central New York—Syracuse * Marine Midland Trust Company of 
the Mohawk Valley—Utica *« The Northern New York Trust Company— 
Watertown ¢ Chautauqua Me ge Bank of J t t ° The 
Manufacturers National Bank of Troy—Troy * Marine Midland Trust 
Company of Rockland Countyn-S¥yock * Auburn Trust Company—Auburn 





Members Federal Deposit Insurance Corporation 


63 








aan o he fe 





NS eS OT STS 


nt 
t 
1 
i 
| 
{ 
iW 





how to 
credit 
time 
payments 





faster 
and better 








Allison Coupon Books provide 1 
perfect identification for 
every payment due 











! SAVE $1 TO $6 PER 
ACCOUNT BY DOING A 
COMPLICATED JOB 


IN A SIMPLE WAY 
_ Allison Coupon Books: 
through the mails. 


@ Increase your reputation 
for customer service at your 
receiving windows. 


@ Save on collection costs. 
Get more level payments. 
FREE 

informative booklet 
and samples. 


| Satie in ee ees 


@ Eliminate shuttling pass- 
books back and forth ¢ 














1 ALLISON COUPON COMPANY, INC, 

| P.O. Box 102, indianapolis 6, Indi 

| Please send me information and samples 
i showing how Allison Coupons save work by 
| doing a complicated job in a simple way. 
| Name 

| 

i Firm 

| 

| Address 

l 

| 


City and State 


Le can cum at cen ante inh am cent mn oom ene oom cam on ad 


mail coupon today to... 


ALLISON COUPON 
COMPANY, INC. 


P.O. Box 102, Indianapolis 6, Indiana 
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E. C. ALLEN 


C. H. MecCORMACK 


Head Virginia bank 


Edward C. Allen to president. He has 
spent most of his 45-year banking 
career with American National. New- 
ly-elected Executive Vice-President 
Carol H. McCormack was also named 
to the board. 

* 


New chairman of the United States 
Savings Bank, Newark, New Jersey, 
is Henry T. Stetson. 

* 


Walter C. Rasmussen becomes 
president, and Raymond J. Julkowski 
becomes chairman in promotions at 
the Thirteenth Avenue State Bank, 
Minneapolis. 





° 


The National Boulevard Bank, Chi- 
cago, has elevated William J. Schnei- 
der to vice-president. 

* 


The election of Rudolph E. Reich- 
ert as chairman and M. C. Taylor as 
president led recent advancements at 
the Ann Arbor (Michigan) Bank. 
John R. Meadows was named vice- 
president and cashier, James F. 
Beamer and Bryan A. Van Sickle 
were made vice-presidents and Theo- 
dore Stimpson was named auditor. 

° 


Charles A. Johnson has been elect- 
ed president of the Chatham (New 
Jersey) Trust Company. 

oo 





Four vice-presidents ‘have been 
| named in promotions at The First 
Pennsylvania Banking and _ Trust 
| Company, Philadelphia. The four men 
are Wilbert J. Hughes and John M. 


J. W. HULTON H. J. WYLIE 








Johnston, Jr., of the retail banking 
department, John W. Hulton of the 
bank operations department, and 
Henry J. Wylie, trust department. 

4 


Executive vice-president is the new 
title for Herbert C. Hackbarth at the 
Waukesha County Marine Bank, Pe- 
waukee, Wisconsin. 


© 

Ole R. Mettler has been named 
president, and E, J. Mettler has been 
elevated to chairman at the Farmers 
& Merchants Bank of Central Cali- 
fornia, Lodi. 


The Summit (New Jersey) Trust 
Company has promoted Frank B. 
Jeckel and Horace F, Kennedy to 
vice-presidents. 

. 


Stockholder and supervisory ap- 
proval is sought for a proposed con- 
solidation of the First National Bank 
and the Continental National Bank, 
both of Lincoln, Nebraska. The new 
First Continental National Bank & 
Trust Company would be headed by 
C. Wheaton Battey as chairman, 
Burnham Yates as president, and 
Walter Nolte and A. W. Griffin as 
executive vice-presidents. 

. 


The Bay Ridge Savings Bank, New 
York City, has elected Edward R. 
McAuliffe president, and Sigurd J. 
Arnesen first vice-president. 


The Englewood (Colorado) State 
Bank has named Vincent G. Herr and 
Wendell H: Martin vice-presidents. 


e 


Benjamin F. Louis has been pro- 
moted to vice-president and _ treas- 
urer at the Newton (Massachusetts) 
Savings Bank. 

7 

Executive vice-president is the new 
title for Walter L. Stock at the 
Cudahy (Wisconsin) Marine Bank. 

° 


The newly-formed Hamilton Life 
Insurance Company, New York City, 


| In promotions at First Pennsylvania Banking and Trust 


W. J. HUGHES 


J. JOHNSTON, JR. 
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Drive-In 


George T. Nelson, Assistant 
Cashier of Central National Bank 
and Trust Company of Des Moines, 
says, “The only way to handle 
the traffic was with a Mosler- 
equipped drive-in facility. We 
thought our new drive-in would 
handle the same number of trans- 
actions as the previous installa- 
tion. Instead, each of the four 
Mosler drive-in windows did the 
same amount of business! The 
four windows handled well over 
5000 customers in December.” 

Says Robert K. Goodwin, 
Chairman of the Board: “The 
basis for our phenomenal growth 
is warm customer relationships. 
Our customers needed the con- 
venience of a drive-in facility, so 
we gave them one.” 


The Mosler Safe Company 


Dept. A-360, 320 Fifth Avenue, New York 1, N. Y. 


March, 1960 


E. F. Buckley, President, says, 
“We are most satisfied with 
Mosler equipment. The electri- 
cally operated deposit drawer 
efficiently serves small and large 
cars...even trucks. We used 
Mosler equipment exclusively. 
It’s trouble-free and has won 





“This Mosler walk-up window really surprised 
us. Even though the main bank is just up the 
street, it averaged a transaction every two min- 
utes in the month of December.” 


Factories, Hamilton, Ohio 
World’s Largest Builder of Safes and Vaults 


In Canada: Mosler-Taylor Safes Ltd., Brampton, Ontario 








drives out traffic problem! 


s 
Problem Solving — A Mosler Specialty 


From the largest bank vaults to 
the smallest safe deposit boxes, 
Mosler design and manufactur- 
ing experience is at your service. 
Write for information on any 
kind of customer convenience and 
protection equipment. 





“The facilities in our Mosler Drive-In Windows 
are so compiete that each one is practically a 
branch office in itself. Their ease of operation 
keeps our tellers comfortable and alert.” 
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BANK PLANNED 
RFI FILES FOR A 
i) BANK 


These attractive Record Files are designed to 
meet specific bank needs. There is a file to 
house each size record. Record Files can grow 
with your ever expanding filing department. They 
can be added one, ten or a hundred at a time. 
NYLO-GLIDE Files are so reasonably priced that 
they may be used economically for the storing 
of inactive records . . . AND — they are so attractive and 





operate 








so easily that they can be used as an active reference file. Really a Dual-Purpose File. 


You can’t see all of the quality that is built into NYLO-GLIDE 
Steel Record Files, but year after year of faultless service will 
prove to you that no finer file was ever built. 


NF4817 MICRO FILM FILE 
Inside drawer dimensions: 
12” wide, 414” high. 


N3-4631 THREE COMPARTMENT 
DEPOSIT TICKETS or CHECKS 
Inside drawer dimensions: 
3%" wide, 734" high. 
NF21350 TWO DRAWER N606 LEGAL FILE 

For 5x 8’ Card (Guide Height). Inside drawer dimensions: 


inside drawer dimensions: 15% 4’ wide, 10%," high. 
544" wide, 8%” high. mi oils 


NF21-144D TWO DRAWER FILE 
For 5x 3” Cards. 

inside drawer dimensions: 
5%" wide, 356” high. 


N4951 LEDGER SHEET FILE 
Inside drawer dimensions: Inside drawer dimensions: 
12%" wide, 12%" high. 9” wide, 44%” high. 


Thousands of Satisfied Customers Are Now Using 


G NYLO-GLIDE Files. 


N491 LETTER SIZE FILE 
Inside drawer dimensions: 
12%," wide, 10%," high. 


NF3617 CHECK FILES 


NF21350 











N491 NF4817 
mee Ee ee ee 


RECORD FILES INC. 
WOOSTER, OHIO 


Dept. BCH 


Please send complete information about Bank 
Planned RFI FILES. 
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Individual Title 
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is headed by John E. Kenny as presi- 
dent, and Otto Marx, Jr., as chair- 
man. 

* 


Two veteran loaning officers at The 
First National Bank, Amarillo, Texas, 





G. EDWARDS W. D. SMILEY 


Assume senior posts 


have been named to new positions. 
W. D. Smiley has been made senior 
vice-president, and Gene Edwards has 
been appointed executive vice-presi- 
dent. 


°° 


New cashier at the Sea Island 
Bank, Statesboro, Georgia, is Herman 
E. Bray. 


a 


C. Cash Rampton has been elevated 
to senior  vice- 
president of the 
Walker Bank & 
Trust Company, 
Salt Lake City, 
Utah. Mr. Ramp- 
ton joined the 
bank in 1924. He 
was named an offi- 
cer of the bank in 
1947 and has been 
serving as. vice- 
president since 
1952. Mr. Rampton is chairman of the 
Savings Bond Division of the Ameri- 
can Bankers Association. 





Cc. C. RAMPTON 


e 


Herman G. Meyer has been elected 
chairman, and John J. Sullivan, Jr., 
has been elected president of the Roe- 
land Park State Bank, Mission, Kan- 
sas. 

. 


R. C. Armstrong has been elected 
executive vice-president at The Na- 
tional Bank of Canton, Illinois. 


5 


L. L. Law has been named presi- 
dent of the Williamsburg State Bank, 
Kingstree, South Carolina. 


o 


James F. Mann has been named 
chairman of both the Littleton (Colo- 
rado) National Bank and the Jeffer- 
son County Bank, Lakewood Colo- 
rado. 
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Bankers in the United States 
who need a helpful connection mn Canada 
turn with confidence 
to the bank that’s called “The Bank” in Canada. 


TORONTO -DOMINION EZ 


Head Office: Toronto, Canada 
New York Agency: Chicago Office: 
45 Wall Street, New York 5, N. Y. 30 West Monroe St., Chicago 3, Illinois 





Over 550 branches coast to coast 
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OUR TRANSIT SERVICE 


BEGINS AT THE AIRPORT 








At International Airport, San Francisco, 
motorized messengers of American 
Trust Company maintain a 24-hour 
vigil for all incoming airmail items with 
A.M.F. stickers and Air Express ship- 
ments with Hold-at-Airport tags. 


By using these special labels on all 
cash letter sendings, your items can be 
processed by our Day and Night 
Transit Department within 30 minutes 
after arrival at the airport. 





> et LOOSE TO 
= AME SIN FRINGED: 


Time saved in the collection and 
availability of funds can often amount 
to as much as two days when you route 
all western items through American 
Trust Company, San Francisco. 


Write today for our 12-page bro- 
chure, “Speed and Service,” which 
outlines the many advantages of our 
specialized routing service. We will also 
send you a supply of our high-speed 
A.M.F. stickers and Air Express tags. 





AMERICAN 
TRUST 
COMPANY 


BANKING 
Since 1854 
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MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


100 BANKING OFFICES SERVING NORTHERN CALIFORNIA @ HEAD OFFICE: SAN FRANCISCO 


Burroughs Clearing House 

















INTERNATIONAL 








Banking on the Lebanon 

A leading British finance com- 
pany, Lombard banking, was due to 
launch a new venture in Lebanon 
on March 1. 

The venture takes the form of two 
new organizations, Lombard Bank 
Lebanon and lLombank Lebanon. 
Lombard Bank is engaging in ordi- 
nary banking business. It differs, 
however, from existing Lebanese 
banks—of which there are more than 
50—in one important respect. Most 
of these are interested chiefly in at- 
tracting demand deposits which make 
up over 90 per cent of their liabili- 
ties. On these they pay between 1 and 
3 per cent interest. They do not seek 
time deposits as these would require 
still higher rates of interest. 

Lombard Bank, on the other hand, 
is to make a serious attempt to at- 
tract time deposits. It is offering to 
pay up to 5 per cent on money de- 
posited with six months notice of 
withdrawal. 

Lombank will promote instalment 


credit finance. Business will be done 
on the basis of credit sales contracts. 

After the political troubles of 
1958—which involved the landing of 
U.S. marines—Lombard’s venture 
will be regarded as a sign of faith 
in the country’s political and eco- 
nomic prospects. As one local wit put 
it, “Lombard is banking on the Le- 
banon.” 
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Outer Seven Offer 
Great Trade Prospects 


The Outer Seven of Europe, mem- 
bers of the European Free Trade As- 
sociation, are great trading coun- 
tries. In 1958, their foreign com- 
merce amounted to $487 per capita, 
compared with $408 for the Inner 
Six, the European Common Market. 

While the Seven have extensive 
trading connections both with ECM 
countries and with other continents, 
a good part of. their international 
trade is reciprocal: they send to 
each other 18 per cent of their ex- 


ports, and get 16 per cent of their 
imports in return. 

The chart below shows the vital 
statistics for each of the EFTA coun- 
tries. 
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Bumper Year for 
British Banks 


The year 1959 was not only the 
best ever for British banks, but it 
beats the previous year by the aston- 
ishingly high margin of 26 per cent. 
The achievement is even more re- 
markable if one recalls that the com- 
parison is with 1958—a year when 
bank earnings had already risen to 
new highs. 

Bank stockholders had a _ good 
handout from the year’s gains. The 
Midland Bank, for example, paid a 
dividend of 17 per cent. This was 2 
per cent higher than forecast and 
compares with an equivalent of 134% 
per cent for the previous year. And 
this calculation does not allow for a 
bonus element in a “rights” issue of 


Statistical picture of European Free Trade Area, and comparison with Common Market 
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extra stock made to stockholders. 
The following table of earnings of 
the “Big Five Banks”—which carry 
out the bulk of British bank deposits 
—speaks for itself. 
“Big Five” Profits 
(In Millions of Dollars) 





Percentage 
1958 1959 Increase 
Barclays $9.4 $11.6 24 
Lloyds 7.6 9.6 26 
Midland 8.2 10.7 30 
National 
Provincial 6.2 7.9 27 
Westminster 5.8 7.0 21 
$37.2 $46.8 26* 


* Average increase 

Why did the banks do so well? The 
answer is not as clear as it appears 
on the surface. Plus factors obvious- 
ly included the increase in bank de- 
posits (up 6 per cent)—most of 
which went into “current’’ accounts 
on which no interest is paid. Even 
more important, loans to custom- 
ers—by far the most profitable earn- 
ings asset—rose by 30 per cent. Yet 
these bullish forces probably did no 
more than offset lower loan interest 
charges and higher staff salaries. 

Stock Exchange circles have con- 
centrated on the banks newly ac- 





quired interest in instalment credit 
finance companies. The chairman of 
Lloyds Bank has said that the return 
on its $45 million stake in this field 
far exceeded the return on normal 
banking operations. 

Still, it is doubtful if this is the 
whole story—for the proportion of 
bank funds committed in this direc- 
tion is still extremely small. It looks 
therefore as if the main cause of the 
increased profits may simply have 
been higher commission earnings 
due to the increased deposit turnover. 
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Chilean Heads New 








BANCO DE B@GOTA 


Oldest established and largest Bank in Colombia 
MARTIN DEL CORRAL, PRESIDENT 


@ Special attention to collections. 


@ Accurate and dependable credit information service. 


TOTAL ASSETS: 


More than $ 800 Million Pesos 
(Aproximately US. $ 125.000.000) 









Imports 


1958: US. $ 276.500.000 
1959: US. $ 377.130.000* 


* Authorized import licenses 


TOTAL COLOMBIAN FOREIGN BUSINESS: 


Exports 
US. $ 409.500.000 
US. $ 418.089.000 


BANCO DE BOGOTA 


ESTABLISHED 1870 - BOGOTA, COLOMBIA S.A.- 130 BRANCHES 
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Inter-American Bank 


Dr. Felipe Herrera, 35-year old 
executive director of the Internation- 
al Monetary Fund, has been unani- 
mously elected head of the $1 billion 
Inter-American Development Bank. 
The election took place at the recent 





ROBERT CUTLER 


New post for U.S. banker 


San Salvador organizational meeting 
of the I-ADB, which was attended by 
delegates from 21 countries. 

Dr. Herrera, who is also an alter- 
nate governor to the World Bank, is 
a former general manager of the 
Bank of Chile, and is recognized as 
an exponent of “sound money.” 

Among the U.S. delegates attend- 
ing the meeting were U.S. Secretary 
of the Treasury Robert B. Anderson, 
who is a member of the I-ADB’s 
board of governors, and Robert Cut- 
ler, former chairman of the board 
of Old Colony Trust Company, Bos- 
ton, Massachusetts, who has been 
named the U.S. executive director. 
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Correspondent Directory 


Colorful and informative are the 
words that best describe the Banco 
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BANCO DE CoMmeRCID, S.A 







Lists bank’s contacts 


de Comercio’s 18-page booklet de- 
tailing its correspondents around the 
world. The pamphlet is distributed 
to its many working partners and can 
be used by them to solidify their con- 
tacts in other areas where Banco de 
Comercio (Mexico City) has estab- 
lished correspondent relations. 
Printed in large, easily-read type, 
the pamphlet could very well serve 
as a guide for other banks that are 
considering similar lists. 
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Israeli Milestone 


A milestone in Israel’s banking 
history was reached recently when 
Bank Leumi le-Israel B.M. opened 


Part of expanding chain 
Even Yehuda branch, Bank Leumi le-Israel 
yyl Yew"? "nr? 734 a: 


BANK LEUM! LEISRAEL B.M. 
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INDUSTRIAL 


PRODUCTION IN 


AUSTRALIA 


The unique A.N.Z. Bank 
“Index of Australian Factory 
Production”, developed to 
assist analysis of movements 
in factory activity and busi- 
ness conditions, is a regular 
feature in A.N.Z. Bank 
“Quarterly Survey”, which 
also contains articles on cur- 
rent outlook in Australia 
and New Zealand and other 
features of industrial, business and agricultural interest. A copy 
will gladly be sent free on application on your Company’s 
letterhead to: 


General Manager's Office 
AUSTRALIA AND NEW ZEALAND BANK LIMITED 
394/396 Collins Street, Melbourne, Australia 


or 


The Manager 
AUSTRALIA AND NEW ZEALAND BANK LIMITED 
71 Cornhill, London, E. C. 3, England 






Other bank publications, also free on request, 
include “Establishment of Industry in Australia”, 
“Australia’s Continuing Development”, 
and “New Zealand's Continuing Development”. 


AUSTRALIA AND NEW ZEALAND 
BANK LIMITED 
































Royal Bank 
Appointment 


J. K. Moore 


The appointment of J. K. Moore as 
Chicago Correspondent is announced by 
The Royal Bank of Canada. He suc- 
ceeds John Scholes who has been named 
Manager of the bank’s important Yonge 
& Richmond Branch in Toronto. Mr. 
Moore has had extensive banking ex- 
perience in Canada and for the past four 
years has been attached to the Business 
Development Department in Toronto. 
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COAT and HAT RACKS 


Styled to harmonize with fine _ # 
pointments,. these smart wardrobe 
units are quality built of closed-end 
aluminum tubes rigidly held in cast 





aluminum brackets. Permanently 
beautiful in “‘clear’’ or “‘gold”’ an- 
odized finishes. Mount at any height, 
on any wall — singly, end-to-end or 
in tiers, to give any desired capacity. 
Brackets adjustable to exact centers. 
Come in lengths by the even foot 
up to and including 8 feet. 


3 BASIC SHELVES 2 = 


=F 2 : 





Shelf No. 21 

has full length Hanger 

Rail extending 11-5/8" 

from wall, 
Shelf No. 31 
has staggered, die cast, 
anchor-style coat hooks 

Shelf No. 11 instead of Coat hanger 


— utility shelf or rail. ost 
or extra hat shelf above mS 
types 21 or 31. 


Write for Bulletin DL-1is § 






VOGEL-PETERSON CO. 


Rt. 83 and Madison Street, Elmhurst, Illinois 
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its 100th domestic branch. The new 
branch will serve the community of 
Even Yehuda, an agricultural settle- 
ment in the heart of Israel’s citrus 
belt, 15 miles north of Tel Aviv. 

During the past year the bank has 
added 22 branches. This compares 
with a total of 16 branches in ex- 
istence in 1948 when Israel became 
a state. 

In addition to its domestic 
branches, and a New York agency, 
Bank Leumi maintains offices in 
Zurich and Frankfurt, and has a 
subsidiary—Anglo-Israel Bank Ltd. 
—in London. With consolidated as- 
sets in excess of $320,000,000, it is 
Israel’s oldest and largest commer- 
cial bank. It holds more than one- 
third of the nation’s commercial 
bank deposits and transacts about 40 
per cent of the country’s foreign 
banking business, its officials claim. 
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Banking in Martinique 


Banks on the tropical island of 
Martinique, part of the French Com- 
munity of Nations in the Caribbean 
area, are rapidly modernizing. Both 
banks on the island, Credit Martini- 
quais and Banque de la Martinique, 
have expanded their buildings in the 
past few years and installed mechan- 
ical equipment to speed up opera- 
tions. The island’s main trade items 
are bananas, pineapples, sugar and 
rum. It also has a lively tourist trade. 

Credit Martiniquais has expanded 
its quarters and is housed in a mod- 
ern white building on Rue de la Lib- 
erte, main street of Fort-de-France, 
capital of Martinique. The bank has 
no outside branches but operates two 
small trucks fitted as banks in a mo- 
bile banking service to the rural and 
fishing villages of the island. The 
mobile units remain in each com-- 
munity for three hours, then move 
on to the next, returning to Fort-de- 
France each day. The bank staff of 
about 100 includes a number of fe- 





Bookkeeping at Credit Martiniquais 


New machines, too 


male clerks, all of whom dress in blue 
smocks. 

Officials of both banks reported a 
very limited business with the United 
States and Canada because of the 
currency exchange situation. But 
neither bank reported to Burroughs 
Clearing House that it felt the 
tight money situation, stating that 
there was ample money for commer- 
cial use on the island. 
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Modern Mexican Branches 


Banco de Comercio, Mexico City, 
is rebuilding its branch organiza- 
tion, and is attracting a great deal 
of attention with its newer facilities. 
The offices feature functional archi- 
tecture and wide expanses of glass, 
which enable the units to make good 
use of available space in an abun- 
dance of natural light. 

Two of these branches are shown 
on page 73, the Vallejo unit at the 
top and the Reforma-Florencia fa- 
cility below. Both are typical of the 
treatment being given to all of the 
Banco de Comercio’s offices. The 


Mobile units and additions to the head office highlight expansion 


Main office, Credit Martiniquais, Fort-de-France, Martinique 
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: corner entrance, flanked with mar- 
i ble, and overhead louvers are fast 
becoming a familiar sight, welcom- 
1 ing customers into the bank. This 
5 feeling is accentuated by the open 
view afforded by floor-to-ceiling glass 
exterior walls. 

The interior of the Reforma-Flor- 
ts encia office provides a sharp study 
in contrasting design and captures 
the atmosphere of other Banco de 
Comercio units, situated in 40 spots 
that were determined after exhaus- 
tive market research studies of out- 
lying regions and suburban areas. 
The branch has acoustical tile ceil- 
ings, recessed lighting, marble deal 
| plates at the teller counters, ‘and ter- 
~ 


- 


ve 
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razo tile flooring. The officers area is 
carpeted, but there are no walls or 
partitions to separate it from the 
customer lobby. 
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| Banking Reform 
| In Uruguay 


As a complementary measure to 
recently imposed foreign exchange 
and monetary reform, the Uruguayan 
Government Council has drafted a 
banking reform bill that—once ap- 
proved by Congress—will drastically 
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Interior view of Reforma-Florencia office shows up-to-date lobby theme 


Corner entrances and overhead louvers featured in new offices 


diminish “liberal financing prac- 
tices,” which in former years have 
earned the country the reputation of 
being the “Switzerland of South 
America.” 

The new draft-law is a direct con- 
sequence of Uruguay’s negotiations 
with the International Monetary 
Fund for help to straighten out the 
country’s tangled financial situation. 
And as a first measure, a special 
commission was put to work to 
develop an organic framework for 
the Banco de la Republica—the of- 
ficial institution that regulates all 
monetary transactions in and by 
Uruguay. At the same time, a law 
was drafted by the same commission 
which will reform and regulate the 
legal aspects of private banking ac- 
tivities in Uruguay. 

One of the fundamental aspects of 
the new law is the provision for a 
“central banking department” within 
the framework of the Banco de la 
Republica which, within the limits 
of the law, will be charged with con- 
trolling all private banking activi- 
ties. 

This new department will free the 
government from having to make 
decisions on applications for the cre- 


The sure course for 
your Eastern trade 


FINANCE 


AOAINWOD 





We've been in business a long time 
as Japan's largest commercial bank 
and our accumulated experience 
assures eyery transaction of smooth 
sailing. You'll find us at 42 Broad- 
way, New York; at Salisbury House, 
Finsbury Circus in London. 


Founded in 1880 


WN rhe FUJI BANK, cro. 


TOKYO, JAPAN 


188 offices throughout Japan 
Overseas Offices: 
New York, London, Calcutta 














For Speed & Accuracy in YOUR 


Interest Calculations 


Bankers Time & Maturity Indicator. Direct 
reading to both Past and Future Time. 


BANKERS NEED BANK TIME for DE- 
MAND NOTES ... CALL LOANS... 
DISCOUNTS .. . ACCRUALS 


By subscription $9.50 per year. 

BANKERS INSTALLMENT REFUND SYST 
Most simple 78er to use. Customer can be 
shown refund in dollars and cents. $10.00 

BANKERS INTEREST SYSTEM 
Fast: Different. Interest shown on over 
5000 different amounts. 


THIS METHOD IS COMPLETELY NEW, CAL- 
CULATING THE INTEREST ON 14 TIMES AS 
MANY DIFFERENT AMOUNTS OF PRINCI- 
PAL, WITHOUT ADDITION, AS ANY OTHER 
INTEREST SYSTEM. 


TRY YOUR CHOICE AT OUR EX- 
PENSE—Send your name and we will 
send postpaid with return postage if not 
satisfactory. 


x* 


Salesmen — Why pass up extra commis- 
sions? Write for exclusive new items and 
franchise. 


BUSINESS SERVICE CO. 
P.O. Box 208 Bowie, Texas 
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Modern 13-story unit 





Chase Manhattan Bank will be one of the main tenants 


Johannesburg’s future stock exchange building incorporates best features of similar units elsewhere 


ation of new banking institutions or 
the setting up of branch offices and 
agencies in various parts of the coun- 
try. The founding of such agencies 
is to be liberalized by the measure, 
and the central banking department 
of the Banco de la Republica will see 
to it only that, by making allowance 
for the principles of free competition, 
there will be no conglomerations. 





ROCKWELL 








STANDARD 


REPORTS 1959 SALES 
OVER $280 MILLION 


from serving: 
* Transportation ® Construction 
¢ Agriculture * Petroleum 
® Public Utilities © General 
Industry and Government 
better with Rockwell-Standard: 
Axles ® Transmissions 
Torque Converters 
Leaf and Mechanical Springs 
Bumpers * Cushion Springs 
Brakes * Forgings * Stampings 
Grating * Universal Joints 
Executive Aircraft 
and recently added: 
® Lighting Standards 
e Gas and Liquid Filters 
DIVIDEND NOTICE 





The Board of Directors has today 
declared a regular quarterly dividend 
of fifty cents (50¢) per share on the 
Common Stock of the Company, 
payable March 10, 1960, to share- 
holders of record at the close of 
business February 18, 1960. 

A. A. Finnell, Secretary 
January 25, 1960 
ROCKWELL-STANDARD CORPORATION 


Coraopolis, Pennsylvania 











74 





Furthermore, due to progressive 
devaluation of the Uruguayan cur- 
rency, the new law provides for the 
increase of required minimum cap- 
ital for the founding of banks, 
“cajas populares de ahorros’”’ (pop- 
ular saving banks) and other financ- 
ing institutions which will be set at 
6 million; 500,000 and 2 million 
pesos, respectively ($571,425; $47,- 
620 and $190,475). 

In cooperation with interested 
parties, the new central banking de- 
partment will fix deposits, bank guar- 
antees, and interest rates applicable 
for all kinds and scopes of financing 
operations. It will also see to it that 
credit institutes stick to their pro- 
fessed aims and do not divert their 
attention to other fields than those 
stipulated in their statutes. 

Specifically, the law will regulate 
all transactions dealing with capital, 
capital reserves and savings. 

Some critics of the law, however, 
want the latter excluded from con- 
sideration. Uruguay has 50 banking 
institutes with over 400 branch of- 
fices which live almost exclusively 
from rediscount operations. These 
institutions rely on the practice of 
borrowing savings from the Banco 
de la Republica at 5 per cent annual 
interest, and in turn lending it out 
at higher rates. 
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South African Skyscraper 


Chase Manhattan Bank, Eagle 
Star Insurance Company, and Union 
Acceptances Ltd., are among the ten- 
ants already slated to occupy quar- 
ters in the new Johannesburg Stock 
Exchange building, when it is com- 
pleted late this year. 

The 13-story building, shown to 
the left above, was designed after 
thorough study of acoustical tech- 
niques, lighting, and other innova- 


tions incorporated in major stock ex- 
changes in other parts of the world. 

One of the building’s largest ten- 
ants will be the Chase Manhattan 
Bank (South Africa) Ltd., which will 
be housed in the attractive quarters 
shown in the artist’s sketch to the 
right above. 
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French Trade Booklet 


Practical information for U.S. 
businessmen interested in establish- 
ing trade connections with French 
importers and exporters is contained 
in the new booklet, “Importing from 
France.”” The 16-page study outlines 
distribution and marketing methods, 
and also gives statistics regarding 
regional coverage of French imports 
to the U.S. market. 

The pamphlet points out that im- 
ports need not be confined to special- 


Guide for investors 


1 A Guide for | 
ican Businessm 


FRENCH EMBASSY 
Commercial Counselol 
Connecticut Avenue, NEW. 
Washington 6, 0. ¢. } 
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ized products in a few large metro- 
politan centers but that, with the 
changing trends in importing of mer- 
chandise, large profit-making oppor- 
tunities are open to businessmen. 

Wholesalers, brokers, retailers or 
industrialists will find information 
on business contacts in France, and 
private and governmental bodies set 
up for this purpose. 

Tourist organizations and invest- 
ment groups are also given. The 
booklet can be obtained from the 
French Embassy, the Commercial 
Counselor, 1001 Connecticut Avenue, 
N.W., Washington 6, D.C. 


& 4 4 
Management Changes 


Among the important changes re- 
cently announced by Midland Bank 
was the naming 
of C. E. Trott as 
a joint general 
manager. He was 
formerly assist- 
ant general man- 
ager, and has 
been with the 
bank since 1929. 
Mr. Trott is a 
money market ex- 
pert and has wide 
experience in the 
field of agricultural financing. 

C. J. Clipsham and J. Hardy have 
also received promotions, which will 
become effective April 1. They were 


C. E. TROTT 





Interested 


in 
doing 
business 


in 
Canada? 


If so, you will find concise, helpful 
information in the completely 
revised new edition of The Bank of 
Nova Scotia’s memorandum on 
Income Taxes and Other Legislation 
Affecting Canadian Enterprises. 

You can obtain your free copy of 
this BNS booklet by filling in and 


mailing. the coupon below. 


The Bank of Nova Scotia, 
New York Agency, 
37 Wall Street, N.Y. 


named regional managers, and will 
handle the Eastern Counties and the 
Northern Counties, respectively. 
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The Chase Manhattan Bank, New 
York City, has appointed E. Russell 
Eggers as the bank’s consultant in 
Paris on the European Common Mar- 
ket and the European Free Trade 
Association. 


Gentlemen: 





Please send me a free copy of your newly-revised booklet on 


Income Taxes and Other Legislation. 





On March 7 Mr. Eggers will open MamnD . voi Vice sdaneveeced de igagebutes poeness Gee banseee 
a special office in the Chase Manhat- 
tan branch at 41 
Rue Cambon in REG. 6:00 kesnccustedael avkcs dees sosraecasausbes 


Paris, where, ac- 
cording to the an- 
nouncement, “he 
will provide U.S. 
companies with a 
wide range of 
economic infor- 
mation needed for 
investing in Eu- 
rope and help 
U.S. companies 
find European firms interested in 
joint operations.” 

Mr. Eggers has been the bank’s 
foreign economic specialist in charge 
of Common Market activities and 
editor of Report on Western Europe, 
a bimonthly letter the bank sends to 
25,000 businessmen. 
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E. R. EGGERS 


THE BANK OF NOVA SCOTIA 


New York Agency: 37 Wall Street. Chicago Representative: 
Board of Trade Bidg. General Offices: 44 King St. West, Toronto. 
London Offices: 24-26 Walbrook, E.C.4; 11 Waterloo Place, S.W.1. 


Correspondents wherever men trade. 
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BANK COVERS CANADA AND NORTH TO THE ARCTIC 


Through one of the world’s larger banks, any U. S. 
banker can be in quick touch with local conditions 
in almost any Canadian village, as well as with every 
major city in our country. Our more than 800 branches 
are located from ocean to ocean—from St. John’s, 
Newfoundland, northwest to Inuvik in the high 
Arctic—the northernmost bank in the New World 
—and west to Port Alberni, on Vancouver Island. 


Whether it occupies the tallest building in the 
British Commonwealth, or a trailer in a new oil field 
or mining settlement, each of our offices is staffed 
to assure prompt, dependable banking services. You 
are invited to make use of our information facilities 
for the benefit of your own customers. Write to 
our Business Development Division—Head Office: 
Toronto, Canada. 


In Canada, it’s— 


THE CANADIAN BANK OF COMMERCE 


HEAD OFFICE—TORONTO 1, CANADA 
More than 800 Branches across Canada 


Branches also in London, England * New York + San Francisco * Los Angeles * Seattle * Portland, Ore. + Bridgetown, Barbados 
Kingston, Ocho Rios and Port Antonio, Jamaica * Port of Spain, St. James and San Fernando, Trinidad * Nassau, Bahamas 


Resident Representatives in Chicago, Illinois and Dallas, Texas 
European Representative, Zurich, Switzerland 
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By JAMES MONTAGNES 





Directors make initial trip to bank’s Caribbean branches 


Traveling Directors 


History was made early this year 
when the Bank of Nova Scotia held 
a directors’ meeting at Kingston, 
Jamaica, during a tour by the di- 
rectors of the bank’s Caribbean 
branches.- About 20 directors left 
Toronto by air early in January for 
a 10-day visit of branches in Puerto 
Rico, Dominican Republic, Cuba, 
Bahamas and Jamaica. 

“The trip gave our directors an 
opportunity to see and discuss cur- 
rent industrial and commercial prog- 
ress in an area where we have tradi- 
tional ties going back more than 125 
years,” F. William Nicks, president 
of the Bank of Nova Scotia, stated. 
“Our international operations have 
grown to the point where trips in 
this direction may well be taken in 
the future at fairly regular intervals, 
not only in the interests of a well-in- 
formed board of directors, but also 
to guide us in serving better the peo- 
ple of the different countries where 
we may be carrying on our banking 
business.” 

The bank has been in Puerto Rico 
for 50 years. Offices in Cuba were 
opened earlier and a branch was 
opened at Kingston, Jamaica, in 
1889, 10 years before one was opened 
at Toronto, the present general man- 
ager’s head-office. The first branch 
in the Dominican Republic was 
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opened 40 years ago. The bank has 
25 offices in Jamaica, with four in 
Kingston. A new branch was opened 
at Kingston during the directors’ 
visit. 

* a a 


Bank Leaders Discuss 
Tight Money Situation 


Cut foreign borrowing, increase 
domestic borrowing, live within your 
means, and make Canadian bank in- 
terest rates flexible, were among re- 
commendations made by Canadian 


Bank heads review present 


J. DOUGLAS GIBSON 


bankers early in the new year. 

Canada would not have a tight 
money problem if all interest rates 
were allowed to move freely, accord- 
ing to James Muir, president and 
chairman of the Royal Bank of Can- 
ada, at the bank’s annual meeting at 
Montreal in mid-January. Mr. Muir 
suggested that the Canadian Bank 
Act could be amended to allow the 
present 6 per cent limit to fluctuate 
at not more than one per cent above 
the 91-day Treasury bill rate set each 
week by the government’s Bank of 
Canada. 

“Such an arrangement would 
greatly ease the bank’s problems of 
allocating credit in a tight money 
situation, and would at the same 
time make much smoother and much 
more effective any general policy of 
monetary restraint to prevent in- 
flation,” he stated. 

He pointed out that the govern- 
ment’s Industrial Development Bank 
and the National Housing Act loan 
rate were increased late in 1959 to 
above the previous 6 per cent ceiling. 
He felt that the chartered banks, 
with a much more complex problem, 
should not be forced to remain out of 
step with the market and be forced 
to the clumsy devices of credit ra- 
tioning. 

Instead of credit rationing, banks 
would be enabled like other lenders, 
to allocate funds in accordance with 
the priorities established by the price 
system in the market for credit, he 
explained. There would be no “tight 
money” if the price were right: those 


status of Canada’s economy 


JAMES MUIR 
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Bird’s-Eye View of Canada 


The monthly Business Review published by 
Canada’s First Bank gives up-to-the-minute 
analyses of economic events and trends in 
Canada. Your clients with present or potential 
interests north of the border will find it an 
invaluable “bird’s-eye view” of the Canadian 
business scene. If you would like to have one 
or more of your clients’ names placed on the 
mailing list for the Review—or if you would 
like to receive it yourself—simply write to our 


Two Wall Street 


Headquarters 
nearest U.S. office. Dep Hendin 

Information 
The Business Review is just one of many Through its New 


York Agency at 
this address, the 
Bof M places at 
your disposal the 
fact - gathering 
facilities of an or- 
ganization with 
800 branches 
across Canada. 


publications and services the B of M provides 
to help you assist your clients with Canadian 
interests. Whenever you need facts, contacts 
or services in Canada, the Bank of Montreal 
is at your call. 


Bank oF MONTREAL 
Canada's First Sank Coast-to- Coast 
District Headquarters: 


NEW YORK: Two Wall St. - SAN FRANCISCO: 333 California St, 
CHICAGO: Board of Trade Building; 141 West Jackson Bivd, 


Head Office: Montreal 


800 BRANCHES ACROSS CANADA + RESOURCES—$3,000,000,000 


TO 2 MILLION CANADIANS 
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willing to pay interest at current 
market rates would get the funds, 
those unwilling to pay these rates 
would postpone expansion until the 
price of funds became more favor- 
able. 

Mr. Muir revealed that an exten- 
sive study of the money market has 
been made by competent authorities 
on behalf of the Canadian chartered 
banks and is now under study by the 
banks and the Bank of Canada. He 
stated that the present money market 
dealing only in Treasury bills and 
day-to-day loans is inadequate, and 
that such a money market should 
include commercial paper in the form 
of bankers’ acceptances. 

In a recent speech, J. Douglas 
Gibson, general manager of the Bank 
of Nova Scotia, referred to too much 
borrowing abroad. 

Mr. Gibson pointed out that “both 
as a means of limiting our depend- 
ence on imported capital, and as a 
means of maintaining our competi- 
tive position in an increasingly com- 
petitive world, sound money policies 
are absolutely essential. Any addi- 
tional evidence of this should refer 
to the experience of Germany, Brit- 
ain, Holland, Italy and certain other 
European countries in the last dec- 
ade.” 

* * +4 


Accent on Money 


The Bank of Montreal uses money 
in several of its current advertising 
promotions. A series of advertise- 
ments is being used tracing the his- 
torical progress of Canadian money, 
featuring the first money used in 
Canada when it was a French colony. 
From 1668 for 74 years, playing 
cards, properly signed by the gover- 
nor and intendent, were issued to 
soldiers and settlers as currency. 
These were later partly replaced with 
copper coins dated 1717 but not 
issued till 1721. The Bank of Mont- 
real issued coins as legal tender in 
1817 when the bank went into busi- 
ness. 

Currently the bank is giving away 
new pennies in a folder, in both 
French and English, with the word- 
ing reading on the cover “Bet you 
never expected” and on inside “a 
sample from the Bank of Montreal.” 


* o e 


Farm, Home Loans 
Backed by Government 


A bill providing for government 
guaranteed bank loans to western 
Canadian farmers who were left with 
unthreshed grain following last fall’s 
early snow, was passed by the Cana- 
dian Parliament late in January. The 
legislation did not specify an interest 
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limit of 5 per cent, the amount 
charged on other guaranteed farm 
loans. Opposition members attempted 
unsuccessfully to have an amendment 
limiting interest to 5 per cent in- 
serted in the legislation. Canadian 
bank interest is at present limited to 
6 per cent. 

The government has made avail- 
able another $500,000,000 for homes 
built under the National Housing 
Act. Federal government funds made 
available for this purpose in recent 
years have totaled $1 billion. The ad- 
ditional amount is not expected to 
be entirely spent this year. NHA 
mortgage loan rates were increased 
a few months ago from 6 to 634 per 
cent, ruling out the increasing 
amount of such loans made in recent 
years by the chartered banks, which 
are limited to 6 per cent. 
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International Review 


A “World News Letter” has been 
released by the Mercantile Bank of 
Canada on a monthly basis, to add 
to its other information publications. 
The new four-page information bul- 
letin is being written by a European 
commentator with access to news- 
papers and periodicals from all over 
the world. The “World News Letter” 
is available free to Canadian and 
North American bankers, and will in- 
clude subjects of international im- 
portance. The background of the 
comments will be formed by the 
political problem of our time, the 
struggle between the East and the 
West. 


a * ° 


Travelers Cheques 


Canadian banks are using an in- 
creasing number of United States 
travelers cheques for use outside 
Canada. Most Canadian banks issue 
their own travelers cheques for use 
within Canada. Practically all the 
banks sell American Express trav- 
elers cheques for outside Canada. On 
the Pacific coast and in western Can- 
ada a number of the banks sell Bank 
of America cheques. Similarly in 
eastern Canada some of the banks 
also sell cheques of the First Na- 
tional City Bank of New York. 


* € e 


Earnings Error 


“Up” became “down” in the Feb- 
ruary, 1960 issue of the Burroughs 
Clearing House. In reporting on 1959 
earnings of the Banque Canadienne 
Nationale, Montreal, the magazine 
stated that “Net profit was down to 
$2,635,714, from the previous $2,- 
268,043 (in 1958). Profit, however, 
was up some 16 per cent over 1958. 
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New Chubb *V anguard’ vault door for branch banks 








Confidence 


There is a sense of confidence that comes from 
using the finest in security equipment. That is why 
bankers throughout the world specify 


CHUBB 


SAFES - VAULT DOORS - SAFE DEPOSITS 
RECORD PROTECTION EQUIPMENT 


CHUBB & SON’S LOCK AND SAFE COMPANY LIMITED 
175-176 TOTTENHAM COURT ROAD, LONDON W.I 
577 OXFORD STREET, TORONTO 14, ONTARIO 
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AREA SERVED by Crocker-Anglo's 85 offices (above) thrives 
with activity. Example: Last year, in the San Francisco 








Many eggs... 
but not in 
one basket! 


From acetylene to zinfandel—chances are it's 
produced in Northern and Central California, where 
industry is highly—and healthily — diversified. This 
is the area served by Crocker-Anglo National Bank. 
Backed by nearly nine decades of experience, and 
with roots in more than 50 California communities, 
Crocker-Anglo digs below the topsoil for reliable 
information. If your customers need business facts about 
California, get the answers from Crocker-Anglo — fast 
and factual. And if your bank needs a correspondent 
in the heart of this great growth area, call on 
Crocker-Anglo for outstanding service. You'll like 

the way Crocker-Anglo does business. 


















Central to the West Coast 


CROCKER-ANGLO 


NATIONAL 


. BANK 


ASSETS OVER $1,800,000,000 
CAPITAL FUNDS OVER $125,000,000 
ADMINISTRATIVE HEADQUARTERS — 1 MONTGOMERY STREET, SAN FRANCISCO 20 





Bay Region alone, more than a quarter-billion dollars 


was invested in 1092 factory expansions and new plants. MEMBER FEDERAL RESERVE SYSTEM * MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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THE BOOKLET COUNTER 








Automobile Financing Aid... 
The bank business development divi- 
sion of a large bank publishing firm 
now offers a plan to reach prospec- 
tive buyers of new automobiles that 
is similar to the program used today 
by the auto industry. The program is 
custom-made for a bank’s consumer 
credit department, and its authors 
promise that continuing research 
can come up with the names of those 
people who will buy 85 per cent of the 
new cars in any specific area. The 
program includes a prospect list of 
local buyers, scheduled mailings of 
direct mail to prospects which in- 
clude business reply cards, and fol- 
low-up telephone service. Samples of 
the direct mail advertisements are 
also offered in the giant-size booklet. 


Home Tax Guide . . . This handy 
15-page booklet is intended to give 
helpful information on tax questions 
to home owners. It has been compiled 
to give the home owner the latest tax 
deduction benefits. Its pages discuss 
the definition and computation of 
casualty losses, arrangements for 
selling or trading a home, and tax 
treatment on homes that have been 
given as gifts or through inherit- 
ances. Several tax-saving tips for 
home owners are also included. Sam- 
ple copies of this syndicated booklet 
are available. 


Balance of Payments . . . This 
timely speech reprint concerns the 
United States’ imbalance of pay- 
ments problem. In the address be- 
fore the Investment Association of 
New York City, the chairman of a 
Jarge Manhattan bank dispels many 
of the mysteries of U.S. payments 
and allays most of the fears that have 
risen on the economic scene. The 
speaker does, however, make some 
sobering appraisals of the imbalance 
problem and recommends several steps 
that he believes should be taken be- 
fore an ever-increasing loss in bal- 
ances actually harms this country’s 
economic position in the overall 
world picture. 


A City’s Industry . . . The expand- 
ing role played by banks in area de- 
velopment is exemplified in this well- 
presented review of a large Califor- 
nia city. Prepared by the city’s 
banks, the booklet points up the 
growth of the area as a center of 
commerce, industry and business op- 
portunity. Illustrated with a number 
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of comparative charts and graphs, 
the publication provides information 
of population and manufacturing em- 
ployment. Other sections cover occu- 
pations of the city’s wage-earners, 
retail sales, capital investment, and 
automobile registrations. 


Automation and Customers... 
The baffling “magic symbols of space 
age banking” are explained to cus- 








A machine age message 


tomers of this Oregon bank through 
this cartoon approach to bank auto- 
mation. A step-by-step report on the 
problems of paper handling and the 
adaptation of electronics to provide 
faster service to the customer and 
to the bank has been presented in 
highly readable style. The booklet 
also illustrates an encoded check and 
defines the printing areas. 


Answer to Conformity ... An 
apparent lack of emphasis on the pio- 
neering spirit in American business 
today is deplored in the reprint of a 
speech made by one of the country’s 
major business leaders. In his talk, 
the speaker urges industry to widen 
its search for engineers and scien- 
tists with creative, pioneering ability 
to continue this country’s role as a 
dominant world power. A rekindling 





These booklets are available upon 
request, free of charge or obli- 
gation, under an arrangement 
whereby the requests are referred 
promptly to the producers. Sim- 
ply address requests on bank or 
company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 














of this spirit should start in the 
colleges and universities and then 
American business should be ready to 
utilize the initiative of creative grad- 
uates. 


Direct Mail Plan . . . The suc- 
cessful use of direct mail advertising 
to create interest in a new branch 
bank office in Ohio is outlined in this 
booklet offered by a Toledo advertis- 
ing firm. The presentation is com- 
piled from a series of letters and 
progress report bulletins publicizing 
the planning, construction, and final- 
ly, the opening of the branch bank. 
The promotion enlisted the attention 
of a sidewalk engineers club and kept 
its members informed of the status 
of the new facility. 


Employee Understanding . . . To 
be an effective part of any business, 
an employee must have a clear under- 
standing of his firm, of his work, 
and of his work’s contributions to the 
overall progress of the company, ac- 
cording to the authors of this book- 
let. Published by a firm of independ- 
ent consulting analysts, the booklet 
discusses the employee’s need for 
knowledge about his employer, lists 
company objectives in educating its 
people, and recommends steps to be 
taken in the development of a pro- 
gram of effective employee communi- 
cations. 


The Equity Bank .. . “A new kind 
of banking” is the way the authors 
of this reprinted article view the new 
small business investment companies 
that are emerging on the national 
scene. The article that first appeared 
in the official publication of the 
Philadelphia Bar Association briefly 
outlines the history of congressional 
legislation that created this equity 
banking system. The authors then 
view the advantages of the legisla- 
tion from both the small business- 
man’s purposes and the investor’s 
standpoint. 


Office Copying ... A fundamental 
new way of office copying is explained 
in this new booklet produced by an 
equipment manufacturer. This new 
process of copying office documents 
is based on light and electricity and 
copies are made on ordinary paper. 
According to the manufacturer, the 
machine is completely automatic, and 
produces any given number of copies 
by the mere selection on a dial. 
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— 1 CHARLES F. NEWHALL 
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Standing from left: VICTOR C. VON MEDING, FRED S. FLOYD, JOSEPH C. FENNER, ERNEST J. HULTGREN, WILLIAM T. DWYER, Assistant Vice-Presidents; 
Seated, GEORGE W. MILLER and CHARLES F. NEWHALL, Vice-Presidents. 


Their full-time job: 
serving you! 


Here are the two administrative of- 
ficials and the five officers in charge 
of the territorial areas of the Banks 
and Bankers Division at The First 
National Bank of Chicago. They 
are part of the team of 25 men who 
have but one job: to serve our more 
than 2,000 correspondent banks. 
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Assigned to geographical areas, the 
men of Division F understand the 
problems and the needs of local 
bankers. 

They work closely with the of- 
ficers in our ten commercial divi- 
sions to supply our correspondent 
banks with first-hand financial and 


industrial information and with 
complete correspondent services. 
No matter what the problem, no 
matter what the service, you can 
havefull-timecorrespondent bankers 
working for you. Visit, telephone or 
write Division F at The First 
National Bank of Chicago today! 


The First National Bank of Chicago 


Dearborn, Monroe & Clark Streets - Building with Chicago since 1863 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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COURT DECISIONS 








By FREDERICK C. FIECHTER, Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


Right of Subrogation 


In a reversal of a lower court, the 
U.S. Court of Appeals, Fourth Cir- 
cuit (South Carolina) ruled that a 
title insurance company (the surety) 
had no right of subrogation against 
a bank which paid a forged check to 
the surety’s principal (an attorney). 
The title insurance company brought 
an action against the bank for pay- 
ing the check to the attorney who had 
negotiated a loan and procured a title 
policy for a building and loan asso- 
ciation. 

Without authority, the lawyer 
signed the borrower’s name and his 
own to the note and mortgage, and 
falsely certified the title as-being in 
the borrower. The building and loan 
association drew its check for the 
amount of the mortgage and made 
the check payable to the attorney 
and the alleged owner and borrower. 
The lawyer forged the borrowers’ 
name and deposited the check to his 
account. The defendant bank paid 
the check. 

When the title defect became 
known, the title insurance company 
paid the building and loan associa- 
tion’s loss and took an assignment 
of all of the building and loan’s 
claims arising out of the fraudulent 
transaction. The title insurance com- 
pany then brought-action against the 
defendant bank, claiming to be sub- 


rogated to the building and loan’s | 


alleged cause of action against the 
bank for paying its depositor’s check 
on a forged endorsement. The lower 
court said: “The Bank by taking 
the forged endorsement unwittingly 
allowed the attorney to consummate 
his fraud. 

“If the check of the building and 
loan had not been honored, the build- 
ing and loan .. . would have suffered 
no less. It would still have had its 
funds and no matter how invalid the 
title might have been without loss 
there could have been no claim 
against plaintiff. 

“... Since the liability of the Bank 
to its depositor and the liability of 
plaintiff to the building and Joan rise 
under different obligations, plaintiff 
has never owed any duty to defend- 
ant, therefore, there is no reason for 
balancing equities. 

“T can see no reason why the Bank 
should not pay its liability to plain- 
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tiff since it admits it is liable to its 
depositors.” 

In reversing, the Circuit Court 
said: It is “well settled in South 
Carolina that the liability of a drawee 
bank to its depositor for paying a 
check mistakenly or on a forgery is 
absolute, and the question of negli- 
gence on the part of the bank is im- 
material. . . . Thus, the right of ae- 
tion which the building and loan had 
against defendant Bank was an abso- 
lute right of indemnity for paying 
the check on a forged endorse- 
meen. oe 

By the overwhelming weight of 
authority, the right of subrogation 
is an equitable, rather than an abso- 
lute right, applicable only where the 
equities of the party seeking subro- 
gation are superior to those of the 
party against whom the right is as- 
serted. 

Since subrogation is an equitable 
right to be enforced, or not, accord- 
ing to the dictates of equity and good 
conscience, since it arises independ- 
ently of contract provisions, the court 
found here that the bank being inno- 
cent was not the target of the equita- 
ble right of subrogation and further- 
more that the title company’s posi- 
tion was not improved by an assign- 


ment of the insured building and 
loan’s claim against the bank. “As- 
signment of a legal claim necessarily 
contemplates the continued existence 
of the claim assigned. The equitable 
doctrine of subrogation, on the other 
hand, presupposes a destruction of 
the claim by an actual payment and 
satisfaction of the claim by the party 
seeking subrogation.” 

Balancing the equities, the Court 
found that the title company, being 
a paid surety, had no right of subro- 
gation against the innocent defend- 
ant bank, nor did it acquire any cause 
of action by virtue of the assignment 
from the building and loan associa- 
tion. 

Bank v. Title Insurance Corp. 268 
F.2d 313 (1959) 


° Sa ° 
Due Care Questioned 


The Court of Appeals of Ohio held 
that there was a factual question re- 
garding a bank’s exercise of due 
care when 13 days elapsed between 
the crediting and debiting of a de- 
positor’s account. The decision was 
made even though the deposit slips 
used to deposit three separate checks 
stated in part: 

“In receiving items for deposit or 
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collection, this bank acts only as de- 
positor’s collecting agent and as- 
sumes no responsibility beyond the 
exercise of due care. All items are 
credited subject to final payment in 
cash or solvent credits. . . . It may 
charge back any item at any time be- 
fore final payment whether returned 
or not. Also, any item drawn on this 
bank not good at close of business 
on day deposited.” . 

In the absence of a violation of 
law, a bank deposit is subject to any 
agreement a depositor and banker 
may make so long as the rights of 
third persons are not injuriously af- 
fected. When a deposit is made for 
collection, the depositor creates the 
relation of principal and agent be- 
tween himself and the bank. After 
collection the funds become a general 
deposit, creating the relationship of 
creditor and debtor between depositor 
and the bank. 

“Where paper deposited for collec- 
tion is forthwith credited to the de- 
positor’s account, the relationship of 
the parties is that of creditor and 
debtor and not principal and agent.” 
One of the checks was drawn on an- 
other bank, but two of them were 
drawn on the defendant bank. 

At first, the trial judge held for 
the plaintiff, but then reversed him- 
self and granted a motion for a new 
trial because of the factual question 
raised by the words “assumes no re- 
sponsibility beyond the exercise of 
due care.” 

The Appellate Court by affirming 
the court below made it a question 
for the jury whether there was due 
care in view of the bank having let 
13. days go by before “taking back” 


e 





the credit given to the plaintiff. 
Central Loan, Inc. v. Bank, 162 N.E. 
2d 205 (1959). See also, Ohio /.pp., 
161 N.E. 2d 53. 
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Fraud Voids Note 


The United States Court of Ap- 
peals, District of Columbia Circuit, 
confirmed its District Court to hold 
that where the fraud of a payee in 
procuring execution of notes is not 
attributable to the negligence of the 
maker, the instruments are tanta- 
mount to forgeries. Thus, the pur- 
ported obligation of the maker is 
terminated even though the notes 
have come into the hands of an owner 
in due course. 

Two promissory notes and two 
deeds of trust securing them came 
into the hands of an owner in due 
course. The makers sued for their 
cancellation because they were ob- 
tained by fraud. 

In the light of the personalities, 
capacities and education of the par- 
ties, the trial court found that the 
signatures on the notes were pro- 
cured in such circumstances that the 
signers were not in fact aware that 
they were executing notes. In fact, 
they were deceptively induced to be- 
lieve that they were signing con- 
tracts for improvements, and that 
their liability for payments would ac- 
crue only when the agreed improve- 
ments were completed. The court 
found that the signatures were the 
result of fraud and the makers were 
not negligent. 

Millrose Corporation v. Brent, 271 
F.2d 508 (1959) 
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BANK ADVERTISING PROGRAM 


CONTINUED FROM PAGE 37 
to Park National depositors. 

We even attempt to produce a bank 
statement that will relate what our 
cold earnings and expense figures 
mean to the bank and to the com- 
munity. Special ads prepared peri- 
odically have been particularly effec- 
tive. A recent ad, for example, was 
headlined by the statement, “75 Good 
Reasons for the Outstanding Service 
at Park National Bank” and carried 
photographs of each of the bank’s 75 
employees. Post cards have also been 
used periodically to bring a special 
service or exhibit.to the attention 
of depositors. In our new building 
we have held two Flower Shows 
which have turned out to be pre- 
miere events. 

Special letters of welcome are 
mailed to new accounts and to people 





visited by the community’s Welcome 
Wagon. Bank credit cards are mailed 
to persons who successfully complete 
loan payments. Seasonal promotions 
include dime folders, Christmas carol 
books distributed to organizations 
and schools, farm account books, and 
calendars. Children’s books are also 
distributed at the bank to keep little 
tads happy while mother or daddy 
attend to their banking. 

The bank attempts to be active in 
every civic undertaking, and to have 
representation on every organization 
in the area. Each officer is a member 
of a different service club and staff 
members participate in local Boy 
Scout, 4-H Club and Chamber of 
Commerce organizations. 

In addition, the bank has developed 
a classroom presentation on the prin- 
ciples of banking. In the past year 
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the course has been given to 381 
classes in junior high and high 
schools in the county, while 11 classes 
have been scheduled in the bank. 

Our annual ad budget, percentage- 
wise, is led by newspaper advertis- 
ing, followed by radio and direct 
mail. During 1959, the following per- 
centages were arrived at in figuring 
proposed expenditures for the year: 

Newspaper, 24.6; radio, 10.9; out- 
door, 8.1; direct mail, 10.9; cal- 
endars, 5.7; window lobby displays, 
5.2; printed matter, 3.1; special art- 
work, 2.3; directory, 0.5; special pro- 
motions, 7.8; payroll, 19.9; miscel- 
laneous, 0.5. 


UR public relations work, in ad- 

dition to the Chamber of Com- 
merce and United Appeals, includes 
work with the County Extension 
Agent and his staff. Our work with 
the FFA and 4-H Club has been con- 
tinuous since 1922. One recent out- 
standing achievement in rural youth 
work is the handling of the recrea- 
tional program at the county fair 
where over two hundred boys and 
girls camp during the week while 
showing their projects. 

In speaking of the importance of 
an integrated advertising and public 
relations program, I feel that the 
start should be made at home. Once 
the staff understands fully what you 
are trying to accomplish they will go 
along wholeheartedly. Our school ses- 
sions every Wednesday morning at 
8 a.m. for nine months a year keep 
the staff fully informed on the entire 
program. You see, it is these people 
who are the front line and they must 
know what is going on. 

To me banking has the best prod- 
uct to sell and if we ask the public to 
buy often enough and then back it 
up with smiling, competent service 
the bank wagon will really roll up 
front where it belongs. 


LOAN FUNDS 


CONTINUED FROM PAGE 35 


As banks dispose of Government 
securities to get funds with which to 
make more loans, not only is there 
an increase in the proportion of loans 
to the total assets available to serve 
as collateral, but so also rises the 
ratio of pledged Government securi- 
ties to the total of Government secu- 
rities held. 

Every bank finds it essential to 
keep, as a part of its stock in trade, 
an adequate supply of Treasury secu- 
rities that are acceptable pledges for 
a variety of public deposits which 
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must be so secured under various 
statutes. Naturally securities so 
pledged cannot also be used as col- 
lateral at Reserve banks for ad- 
vances. It is possible, with the con- 
tinued rapid increase in State and 
municipal retirement and other 
funds, and with the increase in liquid 
resources of public authorities, that 
deposits requiring pledges will rise 
further—as they have for many 
years. 


HESE trends shrink the bundles 


of Government securities that are 


“free” for use as collateral against 
Federal Reserve loans. A reversal in 
this trend could be expected only in 
a recession which would cut bank 
loan volume and, through a return 
to Government deficit financing, once 
again pile up Treasury obligations 
in commercial bank portfolios. 

So much for the influences which 
may bring back into more general 
use the 1.0.U.’s of business corpora- 
tions as collateral for Federal Re- 
serve advances to member banks. It 
may be said that for both the mem- 
ber banks and the Reserve banks 
there are operating disadvantages in 
the use of such business paper which 
outweigh advantages if, indeed there 
are any advantages other than the 
end result of getting the money. 

For example, Government securi- 
ties come in even amounts and large 
denominations, are in bearer form 
and often for convenience are left 
by a member bank in Federal Re- 
serve custody. A message from the 
member bank borrower to the Re- 
serve bank will shift them quickly 


to use for all collateral purposes. 
Both the borrowing bank and the 
Reserve bank know the Government 
securities are “eligible” as security 
for loans by the central banking sys- 
tem; the latter is in a position im- 
mediately to decide whether it is 
willing to make an advance in the 
light of Reserve system general 
policy at the time or in the light of 
special policy toward the particular 
member bank proffering them. 
Contrast this ease of procedure 
with that of a bank offering its Re- 
serve bank some of its customers’ 
notes. Unless these are open market 
paper they are not in bearer form 
and must be endorsed by the bor- 
rowing member bank. This endorse- 
ment incidentally puts the bank’s 
customer on notice (if the customer 
ever reads endorsements on cancelled 
notes) that his bank has pledged 
them. Customers’ notes, furthermore, 
often are in odd amounts. They are 
not held in the custody of the Re- 
serve bank and have to be carried or 
shipped to it. Also, the borrowing 
bank must, in its application for a 
loan, submit proof that the proffered 
customers’ paper is eligible and ac- 
ceptable. This means furnishing sup- 
porting documents such as balance 
sheets and income statements of the 
customers to show credit worthiness. 
It may also mean furnishing some 
information from the member bank’s 
credit files or such other material as 
the Reserve bank may either require 
in advance or call back for later. 
Once eligibility is established the 
Reserve bank then decides on ac- 
ceptability..The whole process may 
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take a day or it may take a week. As 
a matter of operating practice a 
member bank usually gets its re- 
quired funds immediately on the 
understanding that if for some rea- 
son certain customers’ paper is not 
to the Reserve bank’s liking it will 
submit something else which will be. 

This does not mean that any Fed- 
eral Reserve bank operating depart- 
ment is so ignorant of the facts of 
financial life that it grinds slowly 
and has to be shown everything. It 
does mean, perhaps, that a Reserve 
bank decision on the acceptability of 
a note of a company like Standard 
Oil might be forthcoming a little 
quicker than one involving an obliga- 
tion of a canning company that 
might be bigger business than Stand- 
ard Oil in the home area of the bor- 
rowing member bank. Reserve banks, 
maintaining their traditional club- 
like attitude toward members, try to 
be understanding, friendly and coop- 
erative. They usually succeed in this 
objective, but they do have laws and 
regulations that can’t be stretched. 
As has been frequently emphasized, 
discounting is a privilege, never a 
right. 


PACE does not permit here de- 

tailed descriptions of the bases 
for eligibility and acceptability, 
which may be had from Regulation A, 
certain other regulations and from 
the Reserve Act. It should, however, 
be noted particularly that eligible pa- 
per is mostly of the type arising from 
recurrent business transactions which 
are essentially self-liquidating in 
relatively short periods. This rules 
out any paper the proceeds of which 
go for permanent or fixed invest- 
ments of any kind, such as land, 
building or machinery, or paper used 
for the carrying of stocks or bonds 
other than Government securities. 
Also ruled out (with some carefully 
defined exceptions) is paper that has 
a maturity at the time of discount of 
more than 90 days. Some paper that 
otherwise would be eligible is dis- 
qualified if there is any renewal 
agreement. 

The only difference between a Fed- 
eral Reserve “advance” and a “dis- 
count” or “rediscount” is that for an 
advance a member bank borrows on 
its own note secured by its custom- 
ers’ notes, whereas in the case of a 
discount the customers’ paper is dis- 
counted or purchased by the Reserve 
bank. Both forms of. borrowing are 
popularly called rediscounts, and the 
rate of interest the Reserve banks 
charge is called the rediscount rate. 

While, theoretically, a Reserve 
bank can collect directly from the 
member bank’s customer or obligor 
on a directly purchased note, in prac- 
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tice such obligations are returned to 
the borrowing member bank shortly 
before they mature. Normally mem- 
ber bank customers know nothing 
about such pledging of their paper 
unless, as previously noted, they have 
a habit of studying endorsements. 
Some persons have tried to argue 
the preferability of the use of cus- 
tomers’ paper on the ground that it 
is prima facie evidence of the busi- 
ness use of the proceeds and, more 
particularly, that it can be discounted 
for as much as 90 days. Actually the 
Reserve banks make no fine distinc- 
tions between business paper and 
other eligible paper and in practice 
tend to keep advances and discounts 
of all types within 15-day periods. 
The conception of the use of busi- 
ness paper as a basis for central bank 
credit and therefore as a part of the 
national money supply is as old as 
the Federal Reserve system. In the 
Civil War period, Treasury Secretary 
Chase set up a system of bank cur- 
rency against Government bonds. 
This at times created elasticity in 
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SAVINGS AND 


CONTINUED FROM PAGE 39 

and loan growth in both California 
and the nation during the past dec- 
ade has been sprawling and huge 
Los Angeles County, with its six mil- 
lion population. Some 90 of Califor- 
nia’s S&L associations and nearly 
100 branch offices are located here. 

Today the orange groves and the 
small ranches that constituted the 
prewar image of the county are gone, 
replaced by thousands and thousands 
of homes, ranging from very modest 
tract houses to the ultimate in mod- 
ern architecture and luxury. Postwar, 
over 40 per cent of all these homes 
have been financed by the county’s 
associations. Since 1950, assets of 
these associations have shot up 511 
per cent, from $953,498,000 in 1950 
to $5,825,000,000 at the beginning 
of 1960, a gain of nearly $5 billion. 

During the decade of the 1950’s, 
both the prewar resident population 
and the tremendous influx of new 
residents created huge demands on 
the savings and home-financing facil- 
ities of associations in Los Angeles 
County. Savings accounts in the past 
ten years have increased nearly $4 
billion, or 531 per cent, from $740,- 
786,000 registered by the county’s 
associations in 1950 to the present- 
day figure of $4,675,000,000. Total 
loans made in 1950 aggregated $14 
billion; in 1959 the total was $114 
billion. Mortgage portfolios are at 
the $4,800,000,000 mark. 
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reserve in that the banks often sold 
bonds and retired currency on occa- 
sions when more currency was 
needed. 

The founders of the Federal Re- 
serve envisioned new currency elas- 
ticity based upon discounted business 
paper. This conception also went 
wrong in the Great Depression of the 
1930’s, when banks got down to small 
holdings of eligible paper and were 
reluctant to discount what they had. 
Then came the changes in the law 
which gave rise to the multiple types 
of rediscounts and advances that are 
in effect today—including the “any- 
thing satisfactory to a Reserve bank” 
that calls for a higher discount rate. 
Today, particularly in banks in the 
bigger cities, the business boom is 
building up portfolios of business | 
paper that are larger in amounts | 
than are holdings of Government | 
securities. So in this respect banking 
has been swinging back to pre-1930 
days. Banks now have so much com- 
mercial paper that they may have to 
think about broader uses for it. 
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LOAN BOOM 


Located in Los Angeles County are | 
the nation’s largest association, | 
Home Savings, which has grown} 
from $20 million to $700 million in| 
the past decade, and the nation’s 
largest Federally chartered associa- 
tion, the $500 million California Fed- 
eral Savings. Approximately a dozen 
associations in the county are over 
the $100 million asset figure. 

Home Savings’ President Kenneth | 
D. Childs traces a large part of S&L | 
growth in the county to the fact that 
the public has accepted and placed 
confidence in a financial industry | 
that has become a comparatively new 
giant. And, speaking of Home Sav- 
ings in particular, Mr. Childs said| 
that its 20-plus branches, offering | 
widespread coverage for the custom- 
er, have materially aided the growth. 

The branch system as a growth in- | 
strument was also cited by John F. | 
Marten, president of the large Great 
Western Savings. In addition, Mr. 
Marten attributed over-all growth of 
the savings and loan business to “in- 
tra-industry” competition, aggressive 
advertising, and intensive business 
development programs. 

The huge growth of Los Angeles 
County, both from a population and 
economic standpoint, was cited as an- 
other reason for S&L gains by Robert 
R. Sprague, president of Pioneer 
Savings. 

“We are actually substituting for 
the savings banks,” Mr. Sprague 
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Lobby of San Francisco Federal’s Chinatown branch office 


said. “Until recently, there was a lack 
of real competition for savings facili- 
ties from any other thrift medium. 
For example, it was only recently 
that most of the commercial banks 
began to push for the public’s sav- 
ings.” 

The county has produced many na- 
tional leaders in savings and loan. 
California Federal’s President J. 
Howard Edgerton has served as pres- 
ident of both the California and the 
United States Savings and Loan 
leagues. The late R. Holtby Myers 
and the late Paul Endicott, both from 
Los Angeles County, were elected 
presidents of the state and na- 
tion-wide trade organizations; Mr. 
Sprague, a past president of the Cali- 
fornia league, presently serves as ex- 
ecutive committeeman for the west- 
ern district of the United States 
league. 

The relationship between savings 
and loan associations and the com- 
mercial banks is relatively cordial in 
California. According to Mr. Edger- 
ton, “The ‘cold war’ between us and 
the bankers has definitely improved. 
It has become a cordial and polite 
relationship at the top level.” 

Mr. Edgerton said that compara- 
tively friendly S&L-bank relation- 
ship is prevalent in most communi- 
ties, although in some instances there 
is an undercurrent of feeling directed 
against savings and loan which he at- 
tributes to its tremendous growth. 

Commenting on the subject, Pio- 
neer President Sprague terms the 
relationship in California “excellent 
and phenomenal.” He added, “Any 
savings association that will really 
work at establishing a good relation- 
ship with the banks is usually suc- 
cessful.” 

While Los Angeles County re- 
mained in the spotlight of savings 
and loan activity, there were other 
areas of the state registering tre- 
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mendous gains during the past dec- 
ade. In San Diego County, savings 
and loan has come to the forefront 
as a financial industry. Responsible 
are aggressive advertising, beautiful 
quarters, and the attractive return 
paid savers, says San Diego Federal 
Savings’ President John D. Thomp- 
son, Jr. 

And in San Francisco, the finan- 
cial center of California, savings and 
loan has emerged as a major en- 
deavor. This acceptance in the North- 
ern California is due to advertising 
and public relations on the part of 








California Federal Savings inserted this 
16-page pictorial magazine as a section in 
the “Los Angeles Times” 


Aggressive promotion example 


S&Ls there, according to Stuart 
Davis, president of First Savings and 
Loan Association, which has offices 
in both San Francisco and across the 
Bay in Oakland. Mr. Davis, a former 
president of the California league, 
comments: “Time and the maturity 
of the business, as well as the evi- 
dence of savings and loan size, have 
contributed to the wide public accept- 
ance and utilization of facilities.” 





Another San Francisco Bay Area 
S&L leader, C. M. Burton, executive 
vice-president of Oakland’s Thrift 
Federal Savings and a director of 
the state league, also sees aggressive 
advertising as a major factor in the 
associations’ growth. 

Combined assets of savings and 
loan associations in San Francisco 
and Oakland have climbed 545 per 
cent in the past ten years; savings 
are up 525 per cent; and new loans 
made during 1959 are up 530 per cent 
over the lending figure of 1950. Cur- 
rently, assets of S&Ls in the two 
cities are $656,716,515, a gain of 
over $500,000,000 in the past decade. 
New loans recorded during 1959 
stood at $241,390,291, as compared 
with the $38 million loaned in 1950. 

A renowned San Francisco tourist 
attraction is its Chinatown, but the 
sector is also a flourishing commer- 
cial endeavor in other respects. One 
of the most successful bysiness estab- 
lishments there is the Chinatown 
branch of San Francisco Federal 
Savings and Loan Association. 


AN Francisco Federal’s President 

E. Ronald Long, another past pres- 
ident of the California league, several 
years ago was convinced that there 
was a real need for a savings and 
loan facility in Chinatown. 

“There was no doubt that China- 
town accepted us the day we opened 
the front door,” Mr. Long remarks. 
“Our problem was not to get the cus- 
tomers in, but we actually had a po- 
lice officer at the door holding them 
out. The first few days the office was 
open, we had a continuous crowd of 
people filling the sidewalk in front, 
endeavoring to get in. There has 
been no slowdown in the growth of 
the Chinatown branch since the first 
month it was opened. Today we have 
well over 9,000 Chinese accounts.” 

The branch has grown to such an 
extent that the original quarters be- 
came too small, and a new, six-story 
building in the heart of Chinatown 
now houses the office. 

And yet, savings and loan growth 
in the state is not necessarily con- 
fined to the larger areas—San Fran- 
cisco, Oakland, San Diego, or Los 
Angeles. Such smaller cities as Mo- 
desto, located in Northern Califor- 
nia, report similar S&L progress. 
California league director D. H. 
Bodes, executive vice-president of 
Modesto Building and Loan Associ- 
ation, points out that the association 
in a smaller city can project itself 
even more into local community 
needs and requirements, insuring 
growth if accompanied by over-all 
promotion, progressive management 
and operation, and advertising. 

In Northern California, as well as 
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Southern California, savings and 
loan is able to live relatively peace- 
fully with its commercial banking 
neighbors. They work together, and, 
for the most part, with only a few 
exceptions, relationships are friend- 
ly, but competitive. 

While the decade just concluded 
has recorded fantastic gains for Cal- 
ifornia’s savings and loan industry, 
will the spotlight continue to focus 
on the state during the next ten 
years? 

This is a question frequently 
asked. Obviously, much of the in- 
dustry’s new growth will center on 
continued population influx, continu- 
ing demand for new homes, bustling 
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real estate sales, continued high in- 
come, and healthy business and in- 
dustrial activity. 

Nothing on the horizon indicates 
any abatement in any of these fac- 
tors. Consequently, the savings and 
loan business is expected to continue 
its fast pace. Of interest is the fact 
that the pace of the state’s savings 
and loan business is actually greater 
than that of the record-breaking 
electronics business. 

In making plans for the next ten 
years, California savings association 
executives see no reason for any 
slackening of growth in their indus- 
try. They feel that their future is 
“what they make it.” 
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CHARGE CREDIT REPORT 


CONTINUED FROM PAGE 41 

i.e., the retailer would have to pay 
the full 6 per cent service charge. 
For an average transaction of $5 to 
$7.49 the refund is 0.5 per cent; from 
$7.50 to $9, 1 per cent; from $10 to 
$14.99, 1.5 per cent; and so on until 
the maximum refund is reached on 
an average transaction of $100 or 
more. 

In addition, there is a volume re- 
fund available, which is based on the 
net number of sales slips for a quar- 
ter. This refund amounts to 1 cent 
per sales slip over 1,000 and up to 
10,000; 1.5 cents per sales slip on the 
next 10,000; and 2 cents per sales slip 
for everything over 20,000. 

Have the merchants been able to 
take advantage of these refund bene- 
fits? Yes. 

As mentioned, previously, the aver- 
age service charge for the fourth 
quarter was 3.53 per cent. In dollar 
figures, this represents an average 
transaction of $23. A _ substantial 
number of retailers had CMCP sales 
of more than $25,000 for the quarter 
and the sales of several merchants 
totaled more than $100,000. Overall 
sales during the fourth quarter of 
the plan’s operation increased by 250 
per cent over the third quarter. Re- 
funds totaled more than $125,000 for 
the quarter. 

Requirements for membership in 
the plan are quite simple for both the 
merchant and the customer. The mer- 
chant pays an initial fee of $25 for 
each store location. This fee helps 
cover the costs of promotional mate- 
terial for the store and is also con- 
sidered a form of good faith bond. 
Also, the merchant must have a reg- 
ular checking account with the Chase 
Manhattan Bank. Application may be 
made at any one of the bank’s 104 
offices or by having a CMCP repre- 
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sensative come directly to the store. 

As for the customer, his only re- 
quirement for membership is a good 
credit rating. 

In actual operation, CMCP follows 
a fairly set pattern for each sale. The 
customer is provided a plastic iden- 
tification card with his name and ac- 
count number stamped in for use with 
an imprinter. 

The plastic credit card is embossed 
by the Dashew Service Bureau. This 


is done quickly and accurately from | 
the customer’s name and address tab | 


card fed directly into high speed au- 
tomatic embossing equipment. 

There is also a signature block on 
the reverse side. 

Upon making a purchase, the cus- 
tomer presents his card to the mem- 
ber merchant. The sale is written 
up on a four-part sales slip, provided 
by Chase Manhattan. The sales slip 
and the identification card are then 
placed in a charge card imprinter 
to insure legibility of the name and 
account number. Chase Manhattan 
supplies each merchant with a 
Dashew Business Machine Datawrit- 
er at a rental cost of $1.00 per month. 

The original of the sales slip goes 
to the customer andthe second copy 
is kept by the merchant for his files. 
The third and fourth copies are de- 
posited at the merchant’s local Chase 
Manhattan office within three busi- 
ness days after the sale is made. 
Upon deposit, the merchant’s regular 
checking account is immediately cred- 
ited with the total amount of sales. 
He is then charged the full 6 per cent 
service charge since refunds are 
made only on a quarterly basis. 

The advantages for the merchant 
are obvious. Each sales slip is the 
same as cash as far as his books are 
concerned. The fact that not one cent 
of capital need be tied up in accounts 
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receivable is a definite advantage, 
particularly to the small merchant. 

For the protection of the bank and 
the merchant, sales which are larger 
than a specified floor limit must be 
checked through CMCP by telephone. 
Each merchant is provided a set of 
telephone numbers he can use to ex- 
pedite credit approval. Since most 
stores are open Saturdays and on 
some evenings, Chase Manhattan op- 
erates its credit check service dur- 
ing these times also. The object is to 
cause as little delay as possible for 
both the customer and the merchant. 

The two sales slip copies received 
by Chase Manhattan are used for 
billing and sales statistics purposes. 
One copy is filed with the customer’s 
account and returned to the custom- 
er, along with other accumulated 
slips, with his monthly statement. 
The other sales slip copy is used in 
preparing monthly statistical sum- 
maries and in determining the mer- 
chant’s average transaction. 

To help promote CMCP for the 
merchants and for ourselves, we have 
used and are using most forms of 
advertising—radio, television, news- 
papers, outdoor, public transit and 
direct mail. In addition, the member 
stores promote CMCP by using win- 
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dow, door and inside displays. They 
also make mention of CMCP in their 
own advertising. 

There was some concern at the be- 
ginning of CMCP that sales people 
—especially those on, commission— 
might object to the sales slip, iden- 
tification card, system. However, ex- 
perience has proven that they can 
process CMCP sales on an equal basis 
with cash purchases. In addition, 
time is saved since they do not have 
to handle change and it is simpler 
to balance out the cash drawer at the 
end of the day. Most sales people 
have also found that charge custom- 
ers buy more than cash customers, 
thereby increasing commissions. 


N the beginning, CMCP covered 

the majority of items normally 
considered as chargeable—wearing 
apparel, household goods and appli- 
ances, auto accessories, cameras, 
tools, etc. The response, as stated be- 
fore, has been so good that other 
fields are being opened up for CMCP. 
One hundred optometrists recently 
joined the plan, allowing cardholders 
to charge eyeglasses and contact 
lenses. Also, auto, casualty and fire 
insurance may now be paid for 
through CMCP. Plans are underway 
to bring franchised automobile deal- 
ers into the plan so that parts, re- 
pairs and accessories may be charged 
through CMCP. 

All in all, Chase Manhattan feels 
that CMCP is benefitting everyone 
involved—the merchant, the custom- 
er and the bank. 

As for the merchant, he receives 
cash for all charge sales. He is re- 
lieved of credit losses. He improves 
his competitive position. He can offer 
a modern charge account service at 
less cost than if it were self-main- 
tained. He is able to devote more 
attention to merchandising activities. 
And, charge customers usually spend 
more. 

The customer has a wider choice 
of stores in which to shop. He re- 
ceives only one monthly statement 
for his purchases. And, the plan 
doesn’t cost him a single penny in 
interest or carrying charges if he 
pays his account within 20 days after 
billing. If an extended pay plan is 
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BANKS DROP 


CONTINUED FROM PAGE 37 
the 6 per cent discount and preferred 
to retain their own accounts. 
These were our primary stumbling 
blocks, he continued. We dropped the 
plan because we felt that no amount 
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desired the service charge is mini- 
mal, only 1 per cent per month on the 
unpaid balance. 

As for Chase Manhattan, we feel 
we have introduced a service that 
not only is successful in itself, but 
which causes an interest in other 
services offered by our bank. 

What about profitability? We are, 
of course, convinced that charge ac- 
count banking can be a profitable op- 
eration. It is a volume business, how- 
ever, and unless that potential is 
present in the community a bank is 
ill-advised to enter the field. There 
is a substantial investment in man- 
power, equipment and in advertising 
and promotion, and to launch such a 
program successfully requires much 
hard work, perseverance and pa- 
tience. We ourselves estimated that 
it would be perhaps two years before 
our operation was in black figures. 
Our current prediction is that we 
may shorten this period by several 
months. 


HIS is partly predicated upon the 

fact that New York City retailing 
merchants made 250 per cent more 
sales through the Chase charge plan 
during the final quarter of 1959 than 
in the previous three-month period, 
the sales for the last quarter totaling 
more than $5 million. In this inter- 
val, CMCP sales in the men’s apparel 
stores accounted for the largest per- 
centage, some 25 per cent of the total 
volume. Women’s wear sales were 
next with 20 per cent and household 
goods accounted for 13 per cent. 
Fourth quarter CMCP sales of sev- 
eral merchants totaled more than 
$100,000, and a substantial number 
of retailers had charge credit sales 
of over $25,000. Refunds to mer- 
chants, based on the average amount 
of their sales, totaled more than 
$125,000 during the quarter. 

Gross charge credit sales for all of 
1959 were $11 million, and the out- 
look is that they will go over the $25 
million mark this year. Not only are 
new applications from prospective 
cardholders coming in currently at 
the rate of 1,000 per week, but it is 
also noteworthy that more than 62 
per cent of CMCP merchant mem- 
bers represent new business. 
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CHARGE PLAN 


of promotion would change this con- 
dition sufficiently to make the oper- 
ation profitable, particularly in view 
of our close proximity to New York, 
where there are a large number of 
shopping centers and city stores. 
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The Charg-It operation was started 
in 1950 at the Paterson Savings and 
Trust Company, later County Bank 
and Trust Company. It was a copy- 
righted plan, and rights were issued 
for its operation in Essex County by 
National Newark & Essex Banking 
Company, and in Hudson County by 
First National Bank of Jersey City. 
The National Newark & Essex Bank- 
ing Company discontinued the plan 
in June, 1953, disposing of its busi- 
ness to County Bank and Trust Com- 
pany. The First National Bank of 
Jersey City dropped its charge ac- 
count program in November, 1956, 
at which time some of the Hudson 
County merchants transferred their 
accounts to County Bank and Trust 
Company. County Bank and Passaic- 
Clifton National Bank and Trust 
Company have since merged to form 
our present institution, New Jersey 
Bank and Trust Company. 

At no time, emphasized Mr. Bar- 
bour, did the Charg-It operation de- 
velop substantial volume, as. evi- 
denced by the record of gross income 
from inception of the operation 
through 1959. The totals were: 1950, 
$4,859; 1951, $23,267; 1952, $32,384; 
1953, $40,137; 1954, $52,787; 19565, 
$49,688 ; 1956, 52,295; 1957, $76,169; 
1958, $119,236; 1959, $93,814. 


¢¢ f N 1959,” Mr. Barbour noted, “the 
total gross income of our Con- 
sumer Credit Department approxi- 
mated $4 million, and our Charg-It 
business accounted for less than 214 
per cent of gross income and em- 
ployed 10 per cent of the depart- 
ment’s staff. These figures were 
among the statistics we used in de- 
ciding whether or not we should 
abandon the Charg-It program. 
“Our analysis of the operation for 
the 12 months ending April 30, 1959, 
for example, showed that the average 
sales slip was $14.70, with a number 
of stores giving us less than five 
sales slips per month,” he stated. 
“This low volume and the continuing 


analysis of the monthly dealer activ- 
ity and charge-offs prompted our de- 
cision to discontinue the operation. 
Final action was delayed, however, 


because of the public relations in- | 


volved with our existing customers. 

“During the latter part of 1959, a 
company in a nearby county, in as- 
sociation with a local bank, started 
a charge account plan and shortly 
thereafter a national concern also en- 
tered the field in our area,” he said. 
“This enabled us to discontinue our 
service without hardship to the local 
merchants using our plan, for they 
still had access to two other plans.” 


ESPITE these reversals, charge 

account banking is entrenching 
itself in some areas, as is evident in 
the previous Chase Manhattan story. 
There are other banks around the 
country that are just as enthusiastic 
about it. One of these is Marine 
Trust Company of Western New 
York, headquartered in Buffalo. It 
has just taken over the charge ac- 
counts and billings for Sattler’s De- 
partment Store, Buffalo, which has 
the largest sales volume of any New 
York State department store outside 
of Metropolitan New York City. 

The move will add some 200,000 
customers to the bank’s Midland 
Shopper Credit Service, which now 
handles accounts for 1,800 stores of 
all kinds in Western New York. 

In commenting on the affiliation, 
Aaron Rabow, president of Sattler’s, 
stated, “The linking of our two or- 
ganizations is history-making in the 
fields of banking and retailing, and 
will bring even greater savings to 
the public.” 

Francis A. Smith, president of 
Marine Trust added, “With the em- 
ployees of both Sattler’s and Marine 
Trust Company fully instructed in 
procedures we are certain that sub- 
stantial benefits will accrue to the 
bank, to the store, and to all thrifty 
shoppers in the Western New York 
area.” 


SUCCESSFUL FUND RAISING 


CONTINUED FROM PAGE 42 

never left the preliminary stage. 
Then in 1957, the mayor of Syra- 
cuse appointed a special hospital ad- 
visory committee to again study the 
need for additional hospital facilities. 
We had the services of the city plan- 
ning commission and, later, those of 
a nationally-known planning expert. 
After studying existing facilities 
and holding a week-long series of 
public hearings to which all inter- 
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ested municipal, civic and medical 
parties were invited, the committee 
recommended a new 300 bed hospital 
with a nursing school and the con- 
struction of a nurses’ home at an 
existing hospital. Total cost of the 
project was estimated at $7,500,000. 
Six million dollars was to be raised 
by public subscription. 

It is felt that one of the main 
reasons for the success of the actual 
campaign was that all the above 
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groups were able to give their views 
at the public hearings and we were 
able to incorporate any reasonable 
suggestion in our overall plans. 
Through the medium of the public 
‘hearings, we were able to obtain pub- 
lic support of two strategic groups 
in the field, the Community Chest 
and the County Medical Society. At 
.the same time, many other leading 
business, industrial and civic organi- 
zations endorsed the project and we 
obtained excellent newspaper, radio 
and television cooperation. 

Thus, in basic agreement with the 
majority of leading community or- 
ganizations, we were in a position to 
turn in earnest to the job of develop- 
ing specific plans for the hospital in- 
stallation and to prepare for the fund 
raising activity. To aid in this work 
and to keep the project a community- 
wide activity, I was assisted by a 
board of counselors made up of prom- 
inent Syracuse business and profes- 
sional leaders; the Onondaga County 
Medical Society also appointed a com- 
mittee to work with our group.: 
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Because of the scope and size of 
the undertaking, we felt that we 
would stand the greatest chance of 
success if we retained a staff of pro- 
fessional fund-raising consultants on 
an advisory basis—and then followed 
their recommendations. The exact 
fee charged by such a group will de- 
pend on the amount of service ren- 
dered, but for our purposes, we found 
that it ran about one per cent of the 
amount raised. For this, we received 
overall guidance on the campaign as 
well as detailed assistance on each 
phase, i.e., the professionals brought 
in a director who was an expert on 
raising funds from industrial groups, 
another who was widely experienced 
among professional groups, and so 
on. Actual solicitation, however, was 
done by local people. 


N ALL, some 4,000 people worked 
during the campaign, and to aid 
in the administration of their efforts, 
we followed the practice of forming 
major soliciting committees: em- 
ployee division, business and profes- 
sional division, corporations division, 
memorial gifts committee and doc- 
tors committee. When contacting cor- 
porations and others in a position to 
give large sums, we found it extreme- 
ly helpful not to relegate the job to 
some assistant, but to have industrial 
and business leaders as well as lead- 
ing professional people make the ac- 
tual solicitation among their groups. 
For the public phase of the cam- 
paign, we enlisted the cooperation of 
the Junior League, Junior Chamber 
of Commerce and other such civic or- 
ganizations, and of individuals who 
had participated in other fund-rais- 
ing drives. 

The first phase of this campaign 
was devoted to obtaining subscrip- 
tions from large corporations and 
business; from individuals, founda- 
tions and families in a position to 
give substantial contributions; and 
from doctors, dentists, and other pro- 
fessional men. A 15-man rating com- 


RACE AGAINST 


CONTINUED FROM PAGE 45 

The old director pulled a warlike 
breath past his adenoids but his voice 
was mild and harp-like. 

“We claim to have the premier 
check beater in this section,” he an- 
nounced easily as though speaking 
news. 

“Usually I agree with you, as you 
know,” lied the Locust Trust presi- 
dent, “but it’s common knowledge 
we have the one flawless specimen in 





mittee was formed to rate prospects 
on what they could be expected to 
donate. The committee also devel- 
oped a formula for those who asked 
what they should give. For salaried 
people, the recommendation ranged 
from 3 to 5 per cent of their annual 
income each year for three years. 


Y approaching those in a position 

to give large sums early in the 
campaign, we were able to obtain ad- 
vance pledges for some $2,000,000, 
or about one-third of the total goal, 
by the time the public phase of the 
campaign started. The public phase 
of the campaign was concentrated in 
a short period—two months—to 
maintain active interest on the part 
of the public. During this period, a 
continuous flow of newspaper articles 
told of the fund’s progress passing 
various percentage marks and there 
was a series of articles describing 
major gifts. 

In all, some 48,000 voluntary gifts 
were made during the campaign to 
reach the $7,500,000 mark. As many 
of the pledges were for a three-year 
period, there was a definite need for 
a bookkeeping system that would 
properly record and account for 
these. It was decided that notices 
would be sent to subscribers 10 days 
before the date on which their 
pledges were due. If no response, an- 
other notice was sent 15 days after 
the due date and then reminders 
were sent every 10 days until the 
pledge was paid. As of recent date, 
the number of pledges in arrears was 
practically nil. 

Application of the principles and 
techniques outlined in this article 
will give anyone called upon to head 
a fund-raising drive the greatest 
chance of success. 

Should such an opportunity come 
to you, I urge you to accept it with- 
out reservation, and participate in it 
wholeheartedly, for it can be one of 
the most rewarding experiences of a 
lifetime. 


OVERDRAFTS 


Wrynose when it comes to drawing 
a check and beating it to the bank.” 

“You mean fast for Wrynose,” 
yawned Director Clutchbill, looking 
out of the window at the gentle flow- 
ing Locust Creek now that the train 
was limping along. 

“You don’t think so, I see,” tooted 
President Yokum, “so I’m going to 
tell you who he is. It is Joe Benson.” 

“That skinny lawyer? I knew it 
must be some runner. We got hack 
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loads of such in Ferndale; all of ’em 
can beat a check in straight runnin’. 
Our champion check beater don’t even 
leave the building he’s in.’ 

“He gets someone to do it for him,” 
stated President Yokum. 

“No he don’t. And he’s Just a com- 
mon tooth puller.” 

“You mean Sam Lovell, the den- 
tist over in your town?” 

Director Clutchbill nodded gently 
as though there was nothing more to 
be said. 


RESIDENT Yokum leaned for- 

ward. “I’m going to tell you some- 
thing. Our feller don’t even go into 
the bank door ahead of his check, but 
he makes the deposit all the same. 
I happen to remember your dentist 
is just the same distance from your 
bank that our lawyer is from ours. 
I’ve got a $10 bill that says our feller 
makes the fastest time.” 

Mr. Clutchbill raised his eyebrows 
in surprise. ““We can’t leave two $10 
bills in any one’s hands to hold around 
here. You know it ain’t safe.” 

President Yokum’s eyes jigged up 
and down like gnats, at the dig at his 
section of the country. “The engineer 
on this train has been known to 
me for forty ears and he has been 
known to you for eighty. We can let 
him hold the bets.” 

“He appears safe; he don’t go fast 
enough to be dangerous. We’ll call it 
a bet if you give me your word 
same’s I give mine that neither of 
our cashiers is to know anything 
about it nor any telephone’s to be 
used. It’s to be pulled off natural-like 
without further premeditation than 
we give it ourselves.” 

“That’s good enough for me,” nod- 
ded President Yokum, red of face as 
he pulled out a cigar and bit an inch 
off its picked end. “I’ll race my man 
today while you’re in Wrynose. I 
know more’n twenty people he owes 
money to. I’ll get one of them to dun 
him and get a check. You be sitting 
right on the hotel veranda at 1 
o’clock where you can see every move 
and can hold a watch. The race is to 
be timed from the instant the holder 
of the check comes out on the street 
and heads for the bank, and time is 
up when the depositor beats it in.” 

When the town clock in the white 
church steeple of Wrynose village 
cackled and then seemed to drop an 
egg dead center for one ring of the 
gong, Director Clutchbill was roost- 
ing quietly on a chair on the veranda 
of the Travelers’ Home. Down the 
street at the far end of the one short 
country village block there hung a 
sign at right angles to the side of the 
building. Mr. Clutchbill knew that it 
read: Joseph U. Benson, Attorney- 
at-Law. At the old director’s end of 
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the block and directly across a tiny 
street which entered the main thor- 
oughfare were the two open but 
barred side windows of the Locust 
Trust Company, its main entrance 
being around the front corner of the 
main street. 

Shortly after 1 o’clock the presi- 
dent of the trust company drove to 
the curb beside the hotel, let out a 
mean-looking passenger, shut off the 
engine, and mounted to the hotel ver- 
anda where he took a seat beside Mr. 
Clutchbill. 

Instantly the rival president nod- 
ded toward his passenger who was 
now making his way down the block. 

“That,” said he, “is the citizen who 
will dig a check out of our wily law- 
yer. I tipped him off it would be a 
good time to collect $20 on a debt. He 
was grateful and will not be put off.” 

Director Clutchbill sat mildly fas- 
cinated while the citizen reached the 
door under the lawyer’s sign and en- 
tered, after which time began to 
drag. 

“Don’t worry,” mentioned President 
Yokum, “it takes time to get a check 
out of Joe Benson when he ain’t got 
over $2 in his account. He hates to 
make the run, and he always puts 
in fifteen minutes trying to get out 
of it.” 

Suddenly after this, the citizen re- 
appeared. A flutter of yellow paper 
showed in his hand and a beam of 
hope was on his face. He began to 
put one foot ahead of the other for 
the bank. 


OSSIBLY the citizen had taken a 

dozen steps when a gentleman 
thin of rib and long of shank leaped 
out on the sidewalk with the quick- 
ness of a Bolshevist who has just 
dropped a fresh bomb. There ap- 
peared to be a cane or wand in his 
hand. In two sudden strides he 
flashed around the far end of the 
block and was lost to sight. 

Director Clutchbill raised his eye- 
brows and looked at his rival beside 
him on the veranda. 

“Don’t be alarmed .. . he ain’t 
forgot which direction the bank’s 
in,” spoke the president of the Lo- 
cust Trust. 

As a matter of fact the lithe one 
had spanned the east end of the block 
while the check bearer was passing 
a store. On reaching the back of the 
block the fleet-footer began waving 
his elbows and did the upstretch 
toward the rear of the bank, ducking 
clothes lines and dodging ash cans 
as carelessly as a college freshman. 
He turned on full power as he round- 
ed the up-side of the block and flash- 
ed on Director Clutchbill’s view. 

“There he comes!” suddenly re- 
ported President Yokum, rolling his 
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BON RIBBONS for “prestige” im- 
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cigar in his mouth and dancing his 
free foot contentedly. “Watch him 
work the fish pole!” 

It was at this moment the check 
bearer laid a brawny hand on the 
bank door in front. In a moment he 
would be standing in front of the 
paying window. 

The flying lawyer set his heels as 
he came to the open side window of 
the bank and shoved in the length of 
his fish pole, ferrule-end first. 

Its thin round mouth pressed 
sharply on the pistol pocket of the 
cashier who had stepped back of the 
paying window. He started to throw 
up his hands, but remembered in 
time, turned and accepted a crumpled 
$20 note from the wind-blown lawyer. 

“Ah, just in time again, Mr. Ben- 
son.” The cashier’s words floating 
from the open window were clearly 
audible to Mr. Clutchbill. 

The old director turned to his 
watch and looked at President Yo- 
kum. “Just two minutes! A noble 
heat! But so ancient... just common 
foot work. When you observe my man 
in Ferndale you will see an act of 
money - passing rivaling the tele- 
graph, yet no electricity is used.”’ 

President Yokum smiled gracious- 
ly and rubbed his hands. “Two min- 
utes!” he purred softly. “If anyone 
can get money from that tooth pull- 
er’s rooms over the bank and on the 
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other side of the street, at that, I am 
anxious to view it tomorrow at mid- 
day. I’m picking 1 o’clock so as to 
give you the same conditions of sun 
and density of traffic.” 

“You’ll be there?” asked Director 
Clutchbill, leaning forward. 

“In my car .. . sitting right in 
front of the bank.” 

“T’ll arrange it and I’ll be check 
bearer myself .. . the tooth puller 
owes me money on an over-due note 
and I’ll fetch that check faster than 
your feller did.” 

Thus it was left, and so the next 
day at 1 p.m. in Ferndale, Director 
Clutchbill got up from where he was 
waiting inside the bank, came out 
and nodded firmly to President Yo- 
kum whose car had glided silently to 
the curb. 

Mr. Clutchbill had not told a soul 
what was to happen and Main Street 
slept as quietly in the mellow early 
afternoon sunshine as a yellow short 
haired dog slumbering on the small 
common. Looking from the low one- 
story bank building northerly across 
the common, the stern New England 
face of an ancient high-posted gen- 
eral store lifted its tired brickish 
front. On the second floor in its near- 
est corner there existed that dugout 
of pain and suffering known as Sam 
Lovell’s Molar Morgue. Sam was the 
sole owner of one of those red-haired, 
freckled - faced, azure-eyed brain 
housings which never let go of a dol- 
lar except on the most dire emergen- 
cies. His checking account would 
have shown a monthly average of 
$3.61 for the last five years. 


T was toward Sam’s office that Di- 
rector Clutchbill headed after 
gravely shaking hands with President 
Yokum at the curb, and telling him to 
stand in front of the bank where he 
could get a good look at a miracle 
which in a short time would be work- 
ed for him. 

If it had been anyone else Sam 
Lovell would have utterly refused to 
stop and write a check with a patient 
in the chair. But when he saw it was 
Mr. Clutchbill he left the patient 
with open mouth and when dunned 
wrote a check for $10 without a mur- 
mur. 

As soon as Mr. Clutchbill closed 
the door Sam went over and shut his 
patient’s mouth. He then took out 
the heaviest leather covered pass 
book the Ferndale National issued, 
put a $10 note inside it, snapped a 
heavy rubber band over the book, 
opened the window, and hung the 
book by its little wire hook on a tele- 
graph wire which ran from his win- 
dow straight across to the bank win- 
dow. 

The wire was a thing he and Cash- 








ier John Atwood had tinkered up 
some years before, to run a couple of 
telegraph instruments with. After 
they got sick of it, the wire remained 
only to find a new and extremely con- 
venient use for Sam. Without look- 
ing, Sam gave the pass book an on- 
ward slap for its downhill sail to the 
bank, and then went to the chair and 
opened his patient’s mouth again. 


Y this time Director Clutchbill 
was making fast time toward the 
bank with President Yokum’s eye 
and watch on him. Half way across 
the common Director Clutchbill saw 
the pass book riding gaily along back 
of him with the steadiness of a ferry 
boat. Mr. Clutchbill also noticed that 
President Yokum had seen the com- 
ing pass book and was standing at at- 
tention with open mouth while the 
significance of the thing was run- 
ning around lighting each brain cell. 
Then, abruptly, like the advent of 
a bad egg, there alighted on the sec- 
tion of the wire between the two 
men a dove, a so-called bird of peace 
up to this time. And the fowl was on 
the bank side of the coming pass 
book. 

Instantly President Yokum yelled 
out shrilly: “Don’t you dare shoo 
him! Don’t you shoo him off! It’s a 
natural hazard!” 

Director Clutchbill slowed up with 
head thrown back and palpitating 
neck veins. “It’s that old bow-legged 
pigeon the fruit man’s always feed- 
in’... tamer’n a stuffed tom cat.” 

“Shoo!” he hissed as loud as he 
dared. 

“Don’t you shoo, Mr. Clutchbill.” 

The gently riding pass book was 
almost on the bird’s feet where it 
would be checked and swing for eter- 
nity if no one salvaged it. 

Walking rapidly with head thrown 
back and anxious eye on the bird, 
Mr. Clutchbill suddenly fell over the 
sleeping yellow dog passing the 
afternoon on the common, and went 
down with flying coat tail and a yell 
out of the dog that spoke of murder. 

The dove sprang into the air like 
a tennis ball. 

Under the bird’s feet slid the pass 
book, skidded down to the bank and 
banged against the window pane be- 
side Cashier John Atwood’s desk. 

Instantly a sash grated, a hand 
came out and the bank book disap- 
peared. 

President Yokum shut his mouth 
and looked at his watch. 

A wiry call came to him from the 
common. “Just a natural hazard, Mr. 
Yokum! What’d yuh make the 
time?” 

“One and a half minutes,” came 
back the voice of President Yokum 
in accents of defeat. 
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Better Protection ... A new, elec- 


tronically operated dual lens camera, 
that simultaneously photographs a per- 
son and a document on a single frame 





of film and may be activated by remote 
control, has been introduced by the 
Regiscope Corporation of America. This 
new device offers unusual protection for 
banks, department stores, retail stores 
and industrial plants by combining a 
variety of security functions in a single 
type of relatively low-cost equipment. 
The manufacturer claims their camera 
called “Electra,” speeds and simplifies 
the recording of check cashing and re- 
fund transactions. Further information 
may be obtained from Regiscope Cor- 
poration of America, 799 Broadway, 
New York 3, New York. 


Monthly Informer . . . Vital Issues, 
a publication put out by the Center For 
Information on America, is being in- 
creasingly used by banks and other 
business organizations in connection 
with employee information and training 
programs and also as a public relations 
device. It presents each month, Septem- 
ber through June, the backgrounds and 
current situation of an important topic 
which the citizenry should think about 
and act on with enlightenment and wis- 
dom if democracy is to function at its 
best. Further information concerning 
the Center’s program will be gladly 
supplied by writing to Center For In- 
formation on America, Washington, 
Connecticut. 


Small Talk ... Stressing compact- 
ness and economy, Tele-Norm Corpora- 
tion, New York City, has just introduced 
a miniature push-button telephone in- 
tercom system for small factories, 
business firms, stores and institutions. 
Called Rapidofon, it consists of seven 
telephone stations which provide direct 
call facilities to any internal location. 
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The company states that Rapidofon will 
offer a decided operating advantage 
over the conventional “voice box” inter- 
com in that it is all-master—any phone 
in the system can communicate with 
any other. Weighing only 2% pounds, 
it can be placed on a desk or wall- 
mounted. Additional information may 
be obtained from the Tele-Norm Cor- 
poration, 55 West 42nd Street, New 
York 22, New York. 


Does All Three ... A new, compact 
postage meter machine, reportedly the 
first desk model mailing machine to seal, 
stamp and stack letters in one opera- 
tion, has recently been introduced by 
Pitney-Bowes, Incorporated, Stamford, 
Connecticut. According to the manufac- 
turer, the versatile new postage meter 
contains major mechanical improve- 
ments, and will sell for about one-third 
less than any comparable model. They 
state it is the first machine to offer 
small mailers desk-top convenience with 
the advantages formerly found only in 
larger, higher-priced machines. One of 
the mailing machine’s principal advan- 
tages is its range of stamp values. The 
meter stamp can be printed directly 
on letters, or on a gummed tape. 


Big Speed-up .. . Alertness to the 
latest developments in office copying 
equipment and procedures has enabled 
the American Fletcher National and 
Trust Company of Indianapolis to in- 
crease its office record handling volume 
by 25% with lower labor costs and less 
time waiting for copies. One of the most 
progressive banks in the country, The 
American Fletcher Bank chose the 
Photostat Positive Process, manufac- 
tured by the Photostat Corporation, 
Providence 1, Rhode Island, to help 
check rising expenses. This new process 
eliminates the negative step, which, ac- 
cording to the manufacturer, cuts paper 
and time requirements almost in half. 
The bank combined the new positive 
process with fully-automatic equipment, 
the Junior A Continuous Positive proc- 
ess, a push-button type which photo- 
graphs, develops, washes and dries 
prints in one continuous quick operation. 


Need Cash . . . How to get the cash 
to keep your business growing is prob- 
ably the most important problem in a 
growing business. A new booklet, pub- 
lished by The Textile Banking Company, 
outlines step-by-step how they can 
provide services that assure you of extra 
working funds for increased sales and 
operation; reduce your risk, keep over- 
head down, encourage expansion and 
free you from non-productive business 
detail that distracts you from creative, 
profit-making activities. For a free 
booklet write to Textile Banking Com- 
pany, 55 Madison Avenue, New York 
10, New York. 








Each client’s credit file is complete 
and easy-to-refer-to in a 5-section 
Accobind® Credit File folder, in- 
dexed for Memoranda, Statements, 
Agency Reports, Inquiries, Miscel- 
laneous. (Other index guides avail- 
able on order for special applica- 
tions.) This folder is one of the many 
Acco filing aids specifically designed 
for banks. 





New instant binder for banks! 
Organizes important papers fast 
without marring. Grips at a touch 
of the finger—releases instantly, too. 
Accogrip* is ideal for daily and 
monthly reports, letters, statements, 
work sheets. Long-lasting genuine 
pressboard; letter, legal or special 
sizes. 
@Registered Trade Mark 
*TM pending 


For more ideas on up-to-date filing 
techniques for banks, ask your secre- 
tary to get Acco’s new booklet “Ideas 
That Save Time and Space” —free at 
better office outfitters, or write 
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Time was when your bank, once built, 
was adequate for decades. But today 
the demand for banking services is 
skyrocketing. Even banks built in the 
1950’s must expand physical facilities 
to compete successfully in the 1960's. 


For some, strait-jacketed by inflexible 
basic design, expansion will be costly, 
difficult, even impossible. For others, 
whose designers provided for future 
growth in their basic plans, it will be 
easy and economical . . . for expansion 
costs Jess when it’s planned from the 
start. It’s no accident that many, if not 
most, of the latter are Bank Building — 
Corporation clients. Provision of 
“built-in expansion capability” is an 
integral part of our design techniques. 
Such flexible, functional planning as- 
sures long-range, profitable growth! 


advance planning for expansion, 











Scarborough insures Banks Better 


Because Scarborough Insures Banks Exclusively 


Insuring banks exclusively, Scarborough men are more 
familiar with your bank’s increasing loss exposures and 
what to do about them. Throughout the last 41 years, we 
have developed many exclusive All Risk and specially 
designed coverages to remove the hazards from your 
bank’s growing commitments. Today, banks that insure 
with Scarborough are even covered against risks that no 
underwriter can now foresee, much less write into the 
policy. 

In a brief visit —or correspondence — with a Scar- 
borough man, you can learn more about your bank’s 
unprotected or partially protected exposures than in five or 
six visits with one not so experienced in banking opera- 
tions. The Scarborough man may point out areas of over- 


lapping insurance that now waste your bank’s insurance 
k £ bs 





dollars. Or show you how to convert thin coverages into 
full coverages on your present budget. 

At the very least, your conference or correspondence 
with such a banking professional can give you a clearer 
understanding of your bank’s risk program requirements. 
Drop us a line. 

Ask for our informative brochure on bank insurance, 


which includes a summary of all Scarborough coverages. 


I bank in every 5 insures through Scarborough 


SCARBOROUGH & COMPANY 


BANK INSURANCE 
Since 1919 


First National Bank Building e Chicago 3, Illinois 








